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presents 


A Kid Lounging Shoe For A Young Man 


Luxurious leisure is the order of the day, and luxurious comfort 


is in store for young men who elect to lounge in L. B. Evans’ Sliporshu. 


SU Eu THis all-around type of off-duty shoe, which may be worn in the 
IN 


library or garden, in the dressing-room or car, is at its best in Quaker 
QUAKER CITY NO. 10 


QUAKER CITY NO. 20 
QUAKER CITY BLACK °°; its resilience makes for easy going. 


City Kid. The firmness of this tannage results in a practical, wearable 


SLIPORSHU, Courtesy L. B. EVANS’ SON CO. 


QUAKER CITY DIVISION 
ALLIED KID COMPANY 
519 West Huntingdon Street, - - Philadelphia, Pa. 
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VOICE of the TRADE 


THIS week Texas shows the na- 
tion what can be done in the way 
of promoting a state—its historic, 
civic and economic development. 
The celebration of the centennial 
is not a project alone of the state 
government; but a hearty, cooper- 
ative, enthusiastic propaganda for 
progress by practically every busi- 
ness house in the state. 





Nothing like it was ever done 
before and all credit to the unani- 
mity of promotional purpose by 
all Texans, for the combined mes- 
sage has made the entire nation 
conscious that Texas is not only a 
great state, but also proud of its 
progress. 

Not a thing has been overlooked 
in promotional technique. The 
Dallas News published a 516-page 
book in the form of a Texas Al- 
manac and State Industrial Guide. 
Every community plans its local 
celebrations; every business its co- 
ordinated contribution to making 
Texas colors and styles attractive 
to the people of the nation. 


Millions of travelers will go to 
Texas this year to the expositions, 
shows, rodeos, etc. Our own Ruth 


Harrington flew to Texas on June 
4 to see with her own style eyes 
the true magnitude of the contribu- 
tion of the “Lone Star State” to 
fashions in footwear and apparel. 
She attended the opening of the 
exposition in Dallas and the sev- 
eral special events and fashion 
shows, especially the one organized 
by Chrysler at the exposition. With 
her on the plane were representa- 
tives from other fashion organiza- 
tions. 

Texas has a star in the associa- 
tion firmament in the person of 
L. F. Tuffly of Houston, president 
of the National Shoe Retailers As- 
sociation. 

Now if Texas can do it as a co- 
operative project in promotion, 
isn’t there a lesson to a modest in- 
dustry like that of shoes that it, 
too, can step along the path of pro- 
motion collectively ? 








NEW YORK has an affection for 
ships and shoes and style shows. 
The entire city saluted the new 
ship Queen Mary as she came up 
the Hudson. When she docked, 


she unloaded fashions and goods 
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of all sorts, to be promoted as first 
editions from the “queen” of the 
seas. 

On June 4, the British Empire 
Fashion Show was held at the 
Waldorf-Astoria Hotel. The cos- 
tumes which arrived on the Queen 
Mary were draped on models, who 
were then rushed to Frank Broth- 
ers’ store on Fifth Avenue for the 
selection of shoes appropriate for 
the garments in this fashion event. 


& 


* * * 








*6 FOR one do not intend to lose 
money or customers during late 
June, July and August selling,” de- 
clared Joseph Hillis, whose shoe 
store is in Glendale, Calif. Then he 
went on to amplify this remark by 
stating, “We sometimes lose people 
who come here to buy price mer- 
chandise, but not when they come 
here to be fitted. Selling price mer- 
chandise does not bring people 
back, while fitting them right does 
the trick. 

“In order to fit people, a store 
must have sizes on their shelves, not 
on order or on a manufacturer’s 
stock. Customers just will not wait, 
and why should they, save in a rare 
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instance? The success of merchan- 
dising during the so-called quiet 
months is to be had through selling 
good shoes at a fair legitimate 
profit and seeing that every foot is 
correctly fitted. Last year we sold 
good Summer type shoes right 
through August at regular prices 
because we had a complete stock of 
staples. We do not intend to cut 
down on our sizes this year either, 
or run sales this July, even though 
the big Los Angeles stores do have 
their usual sales. 

“The fellows in cities our size are 
much better off running their own 
stores in their own manner than 
trying to follow the leader in seeing 
how much stuff they can give away 
with no profit to themselves. Even 
the best customers think a shoe 
store makes a good profit from each 
sale, regardless of what the asking 
price may be, so why not do a real 
fitting job and let the other fellows 
worry about how cheap they can 


sell.” 
* * * 


RROME, Italy—Since the imposi- 
tion of the sanctions—experiences 
increased costs of living. Shoe 
stores are even affected, for a radio 
dispatch says: 

“A fairly decent pair of wo- 
men’s shoes costs from $9.00 up. 
Men’s shoes range from $5.00 up, 
with $8.00 the usual standard 
rate. Now if you want to buy a 
package of American cigarettes in 
Italy, the price is seventy cents 
and coffee stands at $1.60 a pound. 
Against this rise in price, ordinary 
workers’ salaries have not gone up. 
Taxation increases at an alarming 
rate.” 








TEN DOLLARS for the best an- 
swer! ‘ 


She came to the store on Monday, 
Her disposition wasn’t sweet. 

The shoes we sold her on Saturday, 
Were burning up her feet. 


Oh, yes, the shoes were just 
what she wanted. The style was 
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WHY CHAINS? 


SO-YOuRE ¢, 
MY ENEMY 
_~_— « 


—After all, a chain is only one store 
that got too big for its owner or 
its owner got too big for it. They 
all started with one store and one 
man usually. 

—So what made the chain grow was 
individuality expressed in scien- 
tific store operation, and scientific 
store operation is nothing but rec- 
ords, routine and painstaking ap- 
plication. 

—And oddly enough, thus far, | 
haven't found a store partnership 
that has grown to chain propor- 
tions until after the individual had 
grown enough to need to take in 
someone. 

—lIn fact, the more | study chain 
store operation, the more con- 
vinced | am that the independent 
merchant never was threatened 
by the chain. He has only him- 
self to fear. 

—The above comments are taken 
from a letter recently received 
from a publicity friend who is 
making a careful and painstaking 
study of retail merchandising. 

—Think it over. 


Farr & Ti. 


President. 











satisfactory—the size and fit were 
O.K. No, she had never had any 
trouble with her feet burning be- 
fore. She honestly felt that she 
was entitled to a new pair of shoes. 

How do you handle this type 
of complaint? 

* * * 


66 HAVE been selling shoes for 
thirty years and have made good 
money while here, but as I have 
watched the game being played be- 
tween the lone independents and 
all those opposed to him, it does 
seem to me that the chains have 
the little local fellows licked,” said 
L. J. Edelbrock, whose Quality 
Boot Shop is in Pomona, Calif. 
There was an unless in his fur- 
ther thought: “Unless the inde- 
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pendents band together and refuse 
to buy from the same manufac- 
turers who sell to the chains, we 
are sunk for sure. Manufacturers 
forget there are just so many pairs 
of shoes which can be consumed 
in any given community, so when 
they sell the chains the same shoe 
that they sell us and give the chains 
a fifty-cent lower price on these 
shoes, we just can not compete. 

“Tt is all bunk about consumers 
trading with the independent on 
account of the better service the 
independent gives them. Chains 
give good service, in many cases 
as good and even better than the 
home-owned stores. If we inde- 
pendents only bought shoes from 
factories who made for us entirely 
and chains bought from only fac- 
tories which dealt with chains sole- 
ly, there would not be much if any 
price difference in favor of the 
chains. This same thing holds true 
in our store sales. If we sell 1000 
pairs of shoes at a dollar off, we 
do not increase the consumption 
of shoes in Pomona, but we do 
reduce our profits.” 

* * * 


CONSERVATION of the alphabet 
continues. 

We were the first to come out 
wih W YBAPIITY (Will 
You Buy A Pair If I Tell You?). 

Then followed the act of the 
Washington newspaper men in or- 
ganizing the APTHOE (Association 
for the Prevention of Taking Hats 
Off in Elevators); which was fol- 
lowed by the companion group 


f eng @N ; a 
a »~ 


organized by the congressional la- 
dies of Washington—SPLWEBGT 
OHE (Society for the Protection 
of Ladies Whose Eyes Have Been 
Blacked by Gentleman Taking Off 
Hats in Elevators). 

And so the merry game con- 
tinues. It is one of the engaging 
little amusements of the day, indi- 
cating that depression and blues 
are over and progress lies ahead. 


















*¢§} MOST emphatically protest 
this style trend of knee-length 
skirts as being both grotesque and 
unbecoming. Women should wear 
skirts at a graceful length. Small 
women, especially, should never 
wear their skirts short as they tend 
to make them look dumpy. You 
may be assured that extreme short 
skirts will not be shown on any 
of our Hollywood women. This 
will interest you shoe men. Eve- 
ning clothes will soon discard 
their trains entirely and will be 
floor length.” 

So says Ernst Dryden, famed 
Parisian designer, now costuming 
the new Frank Capra production, 
“Lost Horizon,” for Columbia Pic- 


tures. 
* * * 


W.. E. SMITH, of Smith-Robin- 
son, Santa Monica, Calif., was in a 
reflective mood when he said: 

“All in all the retail shoe busi- 
ness is on a pretty even keel right 
now, with conditions being im- 
proved all the while. Looking 
back, we find that rents are not 
quite as high as they were in 1929: 
It takes as long now to sell a $6.00 
shoe as it did a $10.00 one a few 
years back, but then we are selling 
more units now than in 1929 
although we are making less money. 
I doubt if anyone is making any 
real money retailing shoes now, 
although it is possible to make a 
good comfortable living. We are 
thankful we are still here. Some 
local retailers went out during the 
past few years while many more 
came to take their places. 

“As it is here, the outlook is 
bright. There is not a single va- 
cant store on the street, whereas 
a few years ago there were many. 
Not only that, there has been a 
decided tendency towards brighten- 
ing up the stores in town. Our 
business section is fairly new and 
modern yet nearly every merchant 
in town has seen fit to put in a new 
front this Spring, just as we did. 
In our case we felt the old timers 
in town would know where to trade 
just the same. Hundreds of new 
comers to the Santa Monica trad- 
ing area and the many young folks 
who are now buying on their own, 
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all size up a store by its outside 
appearance. That is the reason for 
our new front, new carpets, chairs 
and general freshening up. 

“The business is here, so we are 
making our store as inviting as 
possible, then depending on our 
good shoes, good service and good 
reputation to continue the good 


work.” 
* * * 


BB. DANIELS, vice-president of 
the A. S. Beck Shoe Corporation, 
gives twelve rules for the guidance 
of sales people worth memorizing 
everywhere: 

1. A well groomed, quiet spoken sales- 
man predisposes customers in his favor. 


2. The customer is an invited, honored 
guest to the shop and should be wel- 
comed accordingly. 

3. Seat your customer as you would a 
guest in your own home. 

4. Know all you can about shoes, lasts, 
fitting and style. This will give you con- 
fidence in yourself and inspire the cus- 
tomer’s confidence in you. 

5. Know- your stock thoroughly and 
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find out what is in the customer’s mind, 
if possible, without cross-examination. 

6. Show shoes on the foot, and not in 
the hand. If possible, get both shoes on 
before the customer stands up to get 
the effect. 


7. Try to have something of interest 
to say about the particular shoe before 
and while putting it on the foot. 

8. Never argue questions of taste-- 
logic can never make a man like olives. 

9. Increase business by always sug- 
gesting an article related to what the 
customer buys. After you have sold a 
pair of shoes, tactfully suggest bags, ho- 
siery and findings. 

10. Once your customer is_ pleased, 
stop talking and avoid unnecessary de- 
tail which is confusing. Get the money 
and close the transaction with some re- 
mark such as this: “I hope you enjoy 
wearing your shoes and will come back 
to us when you are in need again. We 
are always getting in new things. Thank 
you.” 

11. If you have to miss a sale for any 
reason, miss it gracefully. 

12. Above all remember that proper fit 
is the thing that counts after the cus- 
tomer has left the store. It will be the 
most important factor in bringing that 
customer back again. 


ITS WELL WORTH THE READING TIME — 
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FIRST CALL for 


She Calis for 


MID-SEASON TAILOUED 
SHOES 


to Freshen Up Her 
Spring Sait 


THE suits of this Spring will 
reappear as sure as shooting 
this Fall. And every suit 
wearer is a prospect for new 
accessories. 

Patent leather, combined with 
suede, is the season’s new sug- 
gestion, as in this important 
model with suede and patent 
in equal areas. Fabric given a 
similar 50/50 treatment will 
have a sectional play. 

Black scores first, then navy, 
then gray, as the colors that 
chime in with the costume col- 
ors, with oxblood and russet in 
calf or suede combinations for 
contrast purposes. 





She Calis for 


SEMI-FORMAL SHOES 


to Wear with a Dark Dress 
on Warm Days 


ET’S very important in her 
wardrobe—this dress that looks 
seasonal but feels comfortable 
when its Fall by the calendar, 
but Summer by the weather. 
And since it’s usually rather 
feminine in its details, it takes 
a light dainty shoe like this 
trimmed pump. 

High front, low sides is the 
Fall 1936 formula for such a 
shoe. Black first, brown next, 
navy third with maybe an ox- 
blood or an Aubergine version 
for a style fillip. 

Kid or suede for its leather 
and a very simple “dress- 
maker” touch like this looped 
button for trimming. 





wy 




















She Calis for 


CAMPUS SPORTS SHOES 


to Take Back to School 
and College 


THE Kiltie tongue shell still 
leads its class. But this year, 
the college girl would like 
something a little different in 
its treatment. The shoe below 
called “tongue-tied” typifies 
the newer uses of tongues in 
Sports shoes. 

In leathers, while reverse 
calf still ranks as the volume 
choice, other materials have 
a newer appeal. Why not try 
her out in this new wooly, 
shaggy suede that is just crazy 
enough to go over with this 
market? Classic calf, combi- 
nations, a little boarded lea- 
ther, reptile trims and reptile 
prints are also in the school 
and college picture. 





FALL SHOES 





She Calis for 


DAY LONG SHOES 


to Wear with a New Fall 
Town Costume 


PERHAPS she’s traveling 
through town, perhaps she’s 
buying a trousseau, perhaps 
she’s shopping in August coat 
sales, but whatever her reasons 
for wanting Fall shoes we must 
have some real Fall town mod- 
els to show her on August 15th. 
Here, of course, is where 
suede practically pre-empts the 
ground. Suede trim on a suede 
oxford is our candidate for 
first fashion choice, with rep- 
tiles a high style candidate. 
Here is where all the col- 
ors, including green should be 
shown, with the balance of 
favor to black, and a high note 
in colored shoes trimmed with 


black. 





by RUTH HARRINGTON 





She Calis for 


SPECTATOR SHOES 


for Country Week-Ends and 
the First Football Games 


THE monk type, made new 
by such “custom” details as 
slashed piping, stands first in 
spectator shoes, with the ox- 
ford and broad strap following. 

Women will like russet 
browns best in this shoe, and 
after that Marrona often 
trimmed with tan. 

Just which russet will you 
offer? As we see it, more con- 
servative golden russets will 
be the volume choice, with the 
red russets the preference of 
the smartest women. The rus- 
sets that are only safe for trims 
are the extremely light shades 
that look too much like this 
Spring’s tan uprising when 
styled in all-over shoes. 
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BBOSTON, with considerable trepidation, advanced its 
buying week from the traditional “week after the 
Fourth” to the week of June 8—and discovered that 
it had hit upon a “natural.” Buyers of volume shoes 
from big centers were present in numbers and bought 
to cover early Fall requirements. The attendance was 
exceptionally good; an idea of the so-called “buying 
coverage” may be gleaned from the fact that, among 
those present, were large groups of executives of de- 
partment store chains, at least 75 merchants from 
Canada (some of them from the Hudson Bay Com- 
pany) and American merchants from as far to the 
southwest as Los Angeles and as far to the northwest 
as Seattle and Portland. 

Manager James H. Stone planned wisely, because 
the business placed at this time not only gives an im- 
mediate stimulus to business, but also facilitates 
orderly production by the right sort of planning of 
materials and patterns, without the rush attending a 
later show. It also gives employment to shoe and 
leather workers in mid-Summer—a period which usual- 
ly is slack. He frankly admits that he got the idea from 
the automobile industry which, by advancing the date 
of the show given annually by the National Automo- 
bile Chamber of Commerce, gave to that key industry 
an impetus which gave this country a lift out of its 
depression. He expects a similar tonic effect from the 
early Boston show. 

Buying started on Sunday, one day before the show 
opened. The outstanding feature of the selection of 
Fall shoes was the heavy play on suedes to “win, place 
and show,” right across the board. As long as it was 
suede, it was selected. The heavy play was on black 
suede, followed by Marrona and leathers of the chest- 
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Almost 


a Runaway 


nut shade, with some rust and, surprisingly, quite an 
interest in green—the latter as a Fall sport color. 

Some of the larger volume factories sold 75 per cent 
of their suede demand in black—one big operator rais- 
ing his prices on that leather ten cents a pair, in the 
hope of diverting interest to smooth and grain leathers, 
but the contrary-minded buyer stuck to his first choice 
and put the manufacturer in a hole, for he had to go 
into the market and buy his suede at a higher price 
than the ten-cent margin permitted. 

In this game of playing the favorites, let us voice a 
caution—that store stocks will be out of balance if 
this move continues. It will also limit consumer buy- 
ing because of the lack of variety. Query: What does 
a woman do when she has four costumes and one pair 
of black suede shoes with no chance of getting anything 
else in her favorite store? 

In the men’s field, greater interest in black was 
shown in the hopes of achieving some extra-pair sell- 
ing, for the brown wave continues, and the tide is still 
rising. On reverse calf and novelties for Fall sports 
wear, the favorable condition of the market was en- 
couraging to the purchase of men’s shoes, for there 
is a feeling that prices may stiffen later. 

Contrary to a year ago, the Boston Show was more 
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Market On Suedes 


Advancing of Boston Market Week 
Develops Brisk Buying of Early Fall 


Footwear 


representative of better shoes. Of the 435 exhibitors, 
at least 100 are firms making shoes in a retail range 
of from $4 to $10.50. Of course, the $4 figure repre- 
sented the top price of some of these manufacturers, 
but, by and large, there was a really fine showing of 
medium and good grades. The remaining 300-odd 
manufacturers—a very few of them—had shoes with 
retail price levels up to $3.98. 

In some cases, these shoes are figured on the “hurry- 
up” method—specifications being written “while you 
wait” on the back of an envelope and, as is usual 
in such costing, someone is bound to leave off some- 
thing really important, like the heels, for instance. We 
find as a result, therefore, that factories busy now may 
be quiet by the time Labor Day comes around. Gen- 
eralizing still further, however, there was less of this 
at the Boston Show than has been the case in many 
other years. 

To get down to brass tacks, four hundred and thirty- 
five filled nearly six hundred rooms in the Hotel Stat- 
ler, Copley-Plaza and the Parker House, to make the 
show the largest it has been for a long span of years. 
Rooms held for buyers were sold out long before the 
show opened on June 8; and the overflow was taken 
care of in other, non-participating hotels, several of 
which reaped an unexpected harvest. 

Thus were allayed the fears of some of the more 
conservative members of the trade that advancing the 
dates of the show would prove an unwise move. Judg- 
ing from the registration, the exact opposite was the 
case. Buyers who never before had attended a Boston 
Show were on hand early and the net result, when the 
score is totalled, may well prove to be a real flood of 
earlier-than-usual orders. Volume buyers were given 
the chance to size up prices and quality; and the in- 
dependent merchant was given an equally good oppor- 
tunity to compare his advance “hunches” with the lines 
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of those manufacturers selling only to wholesalers and 
large chains. 

It is only by comparison that we get a picture of the 
Boston show. Chicago was much overrated. Accord- 
ing to returns from shoe men, many exhibitors but few 
buyers. Two rival trains left the east for Chicago with 
a few handfuls of shoe men aboard. The return trip 
carried many times as many en route to Boston for 
the June show—particularly big buying groups who 
came on to consolidate their orders and make their 
final decisions. Buyers from department and chain 
stores are now planning earlier openings which here- 
tofore have been the exclusive privilege of the inde- 
pendent stores carrying only the highest-quality mer- 
chandise. 

Buying was naturally more limited in higher grade 
shoes and many individual merchants were conspicu- 
ous by their absence—indicating, in all probability, 
that safe, sane and conservative buying is again being 
done in the shoe stores of -America through contact 

[TURN TO PAGE 5], PLEASE] 
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Federal Stocks Are Being Absorbed Without Any Weaken- 
ing Effects on Price Structure: Tanners’ Supplies Are at 
Low Levels and Must Be Replenished to Meet Prevailing 


Demand for Leather 


by ROBERT R. HASLETT 
Managing Editor 
NEW YORK DAILY 
INVESTMENT NEWS 
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June should show increased ordering and production of shoes for Fall. so a basie 


market report on raw materials is helpful at this time 


THE steady reduction in government owned hide 
stocks, acquired at the time the drought-stricken cattle 
were slaughtered in 1934, coupled with an increased 
demand for skins at a time when the regular sources 
of supply are somewhat curtailed, has definitely im- 
proved the position of the hide market. At the present 
time it appears that the remaining Federal stocks may 
be marketed without injuring the price structure when 
the hides and skins expected from the increase in our 
cattle population become part of the available supply. 

The recent auctions at Louisville, Seattle, Cheyenne, 
and Indianapolis, at which approximately 108,000 
hides and 168,000 calfskins were sold, reduced the total 
of Federal stocks from 1,440,000 cowhides and 540,000 
calfskins to 1,332,000 hides and 372,000 calfskins. 
Now comes the announcement that a new sale will be 
held in a few weeks, when 100,000 to 150,000 cowhides 
and an equal number of calfskins will be auctioned at 
Baltimore. 

The market appears well able to absorb these offer- 
ings. Tanners’ supplies are at low levels, with stocks in 
all hands below what they were a year ago. Tanners 
have been processing at a rate faster than the into 
sight movement, although the inspected slaughter of 
cattle is running ahead of last year. 


The Cattle Situation 


Department of Agriculture experts report “supplies 
of cattle for slaughter during the next few months are 
expected to continue large, with the proportion of fed 
cattle larger than a year ago, but probably not up to 
the average of other recent years. The number of feed 
cattle in the Corn Belt on April 1 was estimated at 
28 per cent larger than on April 1, 1935, but probably 
was the second smallest for that date in ten years. 
There is some indication that the poor gains from feed- 
ing in January and February, caused by the extreme 


cold and poor quality of corn, resulted in quite a few 
cattle being carried over in the late spring that nor- 
mally would have been marketed in February and 
March. With the present narrow price spread between 
feeder cattle and fed beef steers and the current un- 
favorable returns from feeding and the relatively high 
price and scarcity of corn in some states, there is little 
incentive to put cattle on feed. Hence, it is likely that 
supplies of fed cattle for late summer and fall markets 
will be relatively smaller than during the period when 
most of the present supply of cattle in feed lots is 
being marketed.” 

This report, appearing in the May issue of the Price 
Situation, monthly publication of the Bureau of Agri- 
cultural Economics, while indicating that market sup- 
plies of cattle, and consequently hides, may show some 
gains, suggests the increase is not likely to be burden- 
some, and with a fair rate of activity in the leather 
markets, the Federal stocks of hides and skins should 
be reduced in volume without serious difficulty. The 
government has been very careful not to disrupt the 
market with its offerings, and thus far has been quite 
successful. Sales are held at infrequent intervals and 
are spaced and located to fit in nicely with trade 
demands. 


Hide Statisties 


Commodity Exchange, Inc., finds that stimulated by 
boot and shoe production, both consumption and pro- 
duction of leather are continuing to score gains over 
last year. 

“For the first four months of this year production 
totaled 7,564,000 equivalent hides, while consumption 
totaled 7,052,000 equivalent hides,” says the Exchange 
weekly survey. “The comparative totals for 1935 were 
7,191,000 for production and 6,947,000 for consump- 

[TURN TO PAGE 36, PLEASE] 





(Figures in thousands of hides) 


7——April—— 

1936 1935 
Inspected slaughter ................ 812 584 
Uninspected slaughter .............. 466 595 
Total wettings .................000 1,809 1,702 
Cattlehide wettings ................ 1,561 1,456 
Kips and Buffalo wettings.......... 248 246 
Leather production ................ 1,859 1,815 
Leather consumption .............. 1,720 1,777 


Leather stocks .............eeceeees 11,737 11,185 





CURRENT STATISTICS ON HIDES 


January-April 
1936 1935 The statistical picture of 
2,223 3,012 the hide market—remem- 


ber, hides are close to 
meat, and the consump- 
tion of meat increases 
with prosperity and the 
winter season. 


1,904 2,324 
7,623 7,153 
6,578 6,110 
1,045 1,043 
7,564 7,191 
7,052 6,947 
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Good Shoes DESERVE 


IT’S a source of pride and genuine satisfaction to 
know that shoe stores, not only in one or two metro- 
politan centers, but in cities of every size and every 
section of the United States, are right up in the fore- 
front of the modernization movement that is sweep- 
ing the country this Summer. This week we show more 
photographs of recently modernized stores. One of 
them, in the upper right hand corner of the page op- 
posite, shows the new downstairs shoe department in 
The Leavitt Company Department Store, Bridgeport, 
Conn., an unusually attractive and up-to-date shoe 
department in a city of moderate size. 

This new Leavitt department is of particular interest 
because of the manner in which it has made use of line 
and color to produce an unusual effect. Light and dark 
blue and light tan are accented by reflecting surfaces 
of silver. New lighting, resembling jewels, so con- 
trolled as to bring out softly the harmony of these 
colors with the rose of the modern chairs and the egg- 
plant and tan shades of the rug has been employed 
in a way that produces a very pleasing effect. V. Harb, 
general manager and buyer for the shoe department, 
finds that sales are increased by providing the cus- 
tomers with an attractive environment in which they 
can make their selections and be fitted under the most 
modern conditions. 

At the bottom of this page is an illustration of the 
interior of a new store which Murray C. Peterson has 
opened at 1925 East 9th Street, Cleveland, where he 
features Ground Gripper and Cantilever shoes. This 
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store replaces the one formerly operated by Orthopedic 
Shoes, Inc., on Huron Road, in Cleveland. 

As can be seen in the picture, the interior arrange- 
ment of this new store is most interesting from a mer- 
chandising standpoint. The problem of selling men’s 
and women’s shoes in the same store has always pre- 
sented certain difficulties. Mr. Peterson took into con- 
sideration, when planning this novel layout, the fact 
that the average man dislikes to shop in a store where 
women’s merchandise is displayed, this being particu- 
larly true in the case of a shoe store where he is likely 
to find women customers being fitted on all sides of 
him. 

Rather than lease two stores, with two separate 
addresses and organizations, Mr. Peterson devised this 
L-shaped style of store layout to solve the arrangement 
problem. Not only has the store been divided physi- 
cally, but it has been divided according to masculine 
and feminine tastes in decoration. The women’s part 
is tastefully furnished with upholstered chairs and 
settees. No shoe boxes are visible. The fixtures are 
beautiful crystal chandeliers. At one end of this 
“salon” type store is a huge mirror, flanked by 
torchieres, which permits a woman to get a full view 
of herself, enabling her to judge how the shoes she 
plans on buying fit in with her costume. 


Man customer gets a break as Murray C. 
Peterson provides complete seclusion for 
fitting in L-shaped annex of his new store 
in Cleveland. 
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Shoe Trade in the Forefront of Prog- 
ress as Modernization Movement 
Sweeps the Country affecting Metro- 
polis and Moderate-sized Community 
Alike—New Ideas in Shee Stores. 











Exterior and interior views of Foot Saver 
store in West 34th Street, New York, which 
recently underwent a thorough modernization 
treatment with happy results illustrated above. 








« Attractive new downstairs shoe depart- 

ment in Leavitt Department 

Bridgeport, Conn., has unusual color 
scheme and lighting effects. 
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When we enter the men’s part of the store, we find 
a different decorative scheme entirely. Chairs are of 
the Governor Winthrop design. Stock is close at hand. 
The store has a business-like air. It is the type of 
store that a man feels comfortable in, where he is 
secluded from the view of women customers. 

Mr. Peterson, owner and designer of this new store, 
was associated for many years with the late Kenneth 
Chisholm in the operation of the Chisholm chain of 
stores in Northern Ohio. 

The other two illustrations present exterior and in- 
terior views of the recently remodeled store of Foot 
Saver Shoes, in West 34th Street, New York. Within 
and without, this store affords a striking example of 
an unusually happy treatment of a wide spacious store, 
90 feet deep and actually the width of two stores, 
with the large square columns marking the center. 
Because of the width of the store, it has been possible 
to provide two entrances at the front, with a large 
display window between. In addition the vestibule 
leading from 34th Street is flanked by windows on 
either side, semi-circular at the front and extending 
back to the doorways. 

The interior decorative treatment is restrained 
modernistic in style, with natural wood paneling and 
contrasting trim. Carpets extend from wall to wall 
and the square pillars are mirrored, to enable cus- 
tomers to get the effect of shoe and costume ensemble. 
Conventional type chairs are used and the lighting is 
semi-indirect. In addition to the large main floor, 
shown in the photograph and devoted to women’s 
shoes, there is also a basement department for men’s 
shoes, while the balconies on either side of the main 
floor are given over to orthopedic footwear exclusively. 
This store sells the Dr. M. W. Locke shoes in addition 
to Foot Savers. 

A good-sized hosiery and accessories department, with 
display case counter, is provided at the front of the 
store between the entrances. 








an 


Page 22 


BOOT AND SHOE RECORDER, June 13, 1936 


She Editors 


For Some—A Summer Lost 


THIS is no time to get jittery on Summer shoes and 
their sale. Those stores that have rushed into clearance 
in June on Summer merchandise are liable to get the 
recoil of consumer demand in July and August and 
find themselves out, or short of, sport shoe whites and 
Summer novelties. 

Because in the metropolitan centers the Spring sea- 
son was backward and the Summer season was slow 
in starting, the fight is on to pour into the month of 
June as much selling as possible to make the first six 
months show a good record on the books. 

But there is more to selling than just beating last 
year’s figures. A merchant is one who knows when 
to sell and how to sell and who doesn’t get into a panic 
because of adverse weather. 

Those early birds starting clearance sales on men’s 
Summer shoes even before the season has begun will, 
we hope, get a jolt in the cash register when the bonus 
money gets into play. Remember, there is a billion 
doilars or more of man-money going into the stream 
of trade from June 15 on. Not that we believe that 
industry should stand, vulture-like, over the bonus- 
getter to consume his windfall the Saturday after he 
gets it, but easy-come-money is usually easy-go-money, 
and in many cases the bonus veteran has committed 
himself to purchases, payment of which follows the 
collecting of the bonus. 

“If that’s good business-getting, make the most of 
it. We are not here to moralize on the spending of 
somebody else’s money, but by the law of averages, 
in the previous bonus disbursements, the money went 
through the sieve in short order for automobiles, house- 
furnishings, vacations and everything else. But this 
time, and we have talked to a number of the bonus 
boys, they are going to replenish their personal ward- 
robes. Most of them are between 35 and 45 years of 
age and realize that appearance means something to 
them in their jobs and in their social life and we take 
from these contacts that apparel is going to get its 
share of the money. Sport shoes are in the line of 
thought and extra money so received is surely going 
down that path. 

Well, the store that has sold off the cream of its 
stock of Summer and white shoes is going to see the 
customer go merrily by—and buy elsewhere. A year 
ago a number of cities went on record as not in favor 
of clearance of Summer shoes until after July 4. Some 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


of them stepped it up to July 15. There have been 
few, if any, accords on the subject of selling controls 
other than the creditable job of the merchants in the 
City of Philadelphia who, by the way, have held firm 
to their gentlemen’s agreements. More power to their 
spirit of “brotherly love.” 

Unfortunately, in other cities, the predatory spirit 
is again uppermost—“me, mine and to hell with the 
rest of them.” Well, we will chortle with high glee 
if they stub their toes this year, for, by the law of 
averages, there should be hot weather (and plenty 
of it) soon ahead. 


WE know that vacationing and outdooring this year 
will be greater than ever before. New ships had to 
be put on cruise service. New trains for travels and 
the automobile sales continue apace. All of America 
is off to the beach, the woods and the hills. We may 
have to temper that last sentence with “the mood is 
there, if the money isn’t.” 

What is more token of the spirit of Summer than 
white shoes, the outward emblem of a happy release 
from the cares and tribulations of this worried world. 

Also a thumb to the nose salute to those cartoons 
appearing in newspapers, saying: “Go barefoot if 
you want to have feet as big as an elephant’s”—the 
cry of the mother to her son who wants to walk in the 
fields and dust and dirt “au natural.” And this is 
the year of Mark Twain’s centennial—shades of Huckle- 
berry Finn. And even more asinine the pompous re- 
port that “children will have arch trouble because they 
go barefooted.” There is such a thing as commercial 
greed, but it is not so great among shoemen generally 
—at least those who were boys and knew. what it was 
to go barefooted at the beach and country. We will 
not, we hope, take away from youth some freedom. 
All is not fears and phobias. Let’s show some common 
sense if we want to make this world a livable place 
for youth for, after all, the movies have removed most 
illusions and childhood is sophisticated beyond its 
years. And common sense in merchandising—in sea- 
son at a profit. 
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“ATHLETE’S FOOT” 








ltching Feet 
and Toes 


Vv 


D’ Scholls Solvex 































**Athlete’s Foot” is the most prevalent of all skin diseases. 
Nearly one-half of all people have it, but it is especially 
common among athletes, golfers and those who frequent 

ublic beaches, showers wal pools. Thousands of people in your community are suf- 

t is a most annoying disease, causing a softening, whiten- Jerers from this most annoying foot condition. 
ing and peeling of the skin and intense itching between the 
toes, on top of the toes and on the soles of the feet. P a0 
This infection stubbornly resists treatment, but the symptoms National Advertising 
often quickly yield under treatment of Dr. Scholl’s SOLVEX. —_ Millions see Dr. Scholl’s Solvex advertising in The 
It relieves the intense itching and kills the fungi causing it. _ Saturday Evening Post, Collier’s, Literary Digest, 
Being a fungicide, its use prevents “‘Athlete’s Foot.” Nota True Story, American Magazine, Liberty, Cosmo- i 
cure-all, but made especially for treatment of “Athlete’s Foot.” —_politan, American Weekly and leading newspapers 
Wholesale $8 doz. Retail $1. Wholesale $4 doz. Retail50¢ — throughout the United States. ( 


A Call for SOLVEX Offers 3 Additional Sales i 
Dr. Scholl’s shoe Dr. Scholl’s Dr. Scholl’s 


Deodorizer and Fungicide Medicated Soap Bromidrosis Powder 

A special preparation compounded This is an ideal antiseptic, medi- 
from specific chemicals to deodor- cated foot powder for hot, tender, 
ize the inside of shoes and will burning, tired, perspiring, odorous 
when used according to directions feet, (Bromidrosis). It takes away 
destroy fungi spores the cause of the friction of shoes, especially new 
Epidermophytosis, Ringworm, ones, and eliminates the unpleas- 
**Athlete’s Foot.” Prevents rein- ant odors incident to_perspiring 
fection from shoes or slippers and feet. Excellent for keeping the feet 


kills strong odors caused by exces- dry, which is most important in the 
sive pers iration. To be used in For the treatment of many func- treatment of “‘Athlete’s Foot” and 
shoes only. Put up in an attrac- — ._— excessive perspiration. A correc- 
tive bottle with screw cap that is offensive perspiration odors and tive deodorant for feet and body. 
easily replaced with spray attach- shaniler conditions, Dr. Scholl's Especiall ap ges is = 
ment packed with each bottle. edicated Soap is unsurpassed.  ynhealthy sweat glands that 
P Deodorizes and cleanses the pores. causa perspiration Galan 


Retail 50¢ Retail 25¢ Retail 50¢ 


THE SCHOLL MFG. CO., INC. 


Makers of Dr. Scholl’s FOOT COMFORT Appliances and Remedies 
62 West 14th St., New York 213 West Schiller St., Chicago 112 Adelaide St., E. Toronto 


When writing advertisers please mention Boot and Shoe Recorder 
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JUNE ADS PLAY UP OUTDOOR SHOES 


Sports, Vacations, Holiday Week-Ends and 
Summer Activities of All Sorts Provide the 


Themes for This Month’s Shoe Prometion 


AD men for retail shoe stores, who, in some sections of 
the country at least, have been playing hide and seek 
with the weather these past few weeks, are now unani- 
mous in the belief that Summer is here, judging from 
the kind of shoe advertising appearing in newspapers 
the country over. Shoes for Summer, vacation and the 
outdoor season are being played up almost to the ex- 
clusion of everything else. The merchants, apparently, 
are out for those extra pairs they feel the average cus- 
tomer should be willing and able to buy simply because 
it’s Summer, and because hot weather costumes call for 
shoes appropriate to the season, both from the stand- 
point of style and comfort. 

Naturally, at this season of the year, white shoes come 
in for the strongest emphasis in every promotion, and 
whites are especially prominent this year, not only in 
women’s shoe advertising but in men’s promotions as 
well. In men’s shoes it’s distinctly an all-white Sum- 
mer, with buckskin getting the most attention in the 
medium and better grades. “A natural!” Hahn of 
Washington, D. C., calls this leather in an ad that il- 


lustrates three styles of men’s shoes, a wing tip, straight 
tip and plain toe, all priced at $5.50. 

“For dress-up, Summer comfort . . . softer, finer,. 
genuine white buckskin looks cooler, feels cooler,” this 
ad goes on to say. “Begin wearing it now in brogue, 
semi-brogue and plain toe styles . . . all white or com- 
bined with black or tan . . . nobody but Hahn gives. 
you such values ... DYNAMIC WHITES!” 

“They are buying Qual-i-Craft whites,” says Baker’s,. 
Detroit, in an advertisement featuring white shoes for 
women. “Glorious style . . . Sandals ... Straps... . 
Pumps... Ties... Kid... Patent... Linen... 
Gabardine .. . Buck. Whites with brown, blue or black 
trim. High, Cuban or Flat Heels . . . Square Toes. 
Galore.” 

But in women’s footwear it isn’t an all-white story 
this Summer by any manner of means. For example, 
L. S. Ayres & Company of Indianapolis say in an inter-- 
esting ad showing a group of brown and white shoes: 
“Add Spice to Your White Shoes and Your Costume 
Won't Be Monotonous! Because we believe in practic~ 
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ing what we preach we present an all-embracing assort- 
ment of white shoes, enlivened with nice touches of 
brown. A matching band on your white hat will make 
your costume doubly attractive.” 

Colors, too, play their part in the drama of Summer 
shoe promotion, and, viewed from a fashion angle, it’s 
a very important part this season. “Nothing like the 
gay, colored footwear of ‘Summer at I. Miller’s’ to whip 
up your Summer costume to the highest peak of interest 
and vivacity,” says a Miller ad in Los Angeles in which 
Summertime colors in fine soft doeskins are featured, 
both for shoes and handbags. “Your white costumes; 
contrast them with gay shoes—your garden prints; 
contrast them with colored shoes that pick up a theme 
in the print design—your dark sheers; contrast them 
with the coppery tans—your pastels; lovely in contrast 
with dark blue and Venetian tan shoes—you just can’t 
be smart without colored shoes this Summer—and to be 
smartest’ and foot happiest you will choose I. Miller’s—. 
just three pictures to hint at variety.” 

In addition to the white and colored leathers, here’s 
a whole realm of fabrics for Summer shoes and many 
ads reflect this fabric, playing up such materials as 
gabardines, blended pastels with fine needlepoint em- 
broidery, white linens, flowered piques, colored fabrics 
and what not. With such a variety of materials in stock 
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for Summer selling it’s easy to tell an advertising story 
that’s interesting and out-of-the-ordinary, at the same 
time in tune with the season. 

Patterns are equally interesting and advertisements 
show a multitude of variations. Perhaps the most dis- 
tinctively Summer design in the range of shoe patterns 
is the sandal—and sandals again are portrayed in 
seemingly limitless variety. Many a shoe store this 
Summer will install a Sandal Shop or department de- 
voted exclusively to these Summertime specialties. And, 
similarly, many a store will run ads about sandals and 
nothing but sandals. Bullock’s, Los Angeles, had one 
just recently captioned “Step Toward Summer in Pace- 
maker Sandals . . . such distinguished sandals, so dif- 
ferent from the usual . . . so typically Bullock sandals, 
selected with an eye toward rightness and brilliancy. 
Colored patent for dress . . . colored linen crash for 
play.” And witness this list of colors: “Firefly red, 
cobalt blue, gardenia white, emerald green, pottery 
brown, white patent, burgundy patent, pottery patent, 
emerald patent, cobalt blue patent, firefly red patent.” 
A sufficient assortment, surely, to satisfy everyone’s 
taste. 

C. A. Verner Co. of Pittsburgh used an advertisement 
on Colored Patent Sandals, featured at $4.95 in the 

[TURN TO PAGE 40, PLEASE} 
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WANT 


“ECONOMY 


OU know that a lot of your customers want economy. 
And the answer to real economy is the shoe that wears 
the longest. For, in the long run, that’s the shoe that saves 


them money. 


For everyone knows that the value of a shoe in service is 
measured largely by the life of the sole. 


So what’s the answer? The shoes to sell those people are 
shoes with Goodyear Wingfoot soles, because there is no 
sole on the market that can beat them for wear. 


These easy- walking, sure-footed, waterproof soles make 
customers happy — make sales and friends for you. 


THE GREATEST NAME 
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IN THE TOILS OF TAXATION 


YES, when you bought that pair of shoes, you paid all 
the taxes on them. You have often seen, of course, the 
blue revenue stamp on every package of cigarettes. 
Stamps just like these are plastered all over your new 
shoes when you lift them with their nice, leathery 
smell, from the tissue. You can’t see them, but there 
they are. I went to considerable trouble to have them 
counted for you, and as nearly as the experts could 
figure, there were at least 126 taxes on that pair of 
oxfords. There may be more. Read the list if you 
don’t believe me. 

Now, it is likely that not all of these taxes have been 
paid on every pair of shoes. A shoe manufacturer 
who was running at a loss, for example, would pay 
no Federal Income Tax nor Excess Profits Tax. But 
knock off 40 taxes to take care of such cases, and you, 
the buyer of the shoes, are still paying 86 taxes on 
your purchases, 

What do these hidden taxes add to the price of your 
shoes? No one knows exactly. But a safe figure is the 
one we've given—at least 25 per cent. If taxes were 
lower, your shoes would be cheaper. So would every- 
thing else you buy. This is as simple as A B C. 

After a riot of spending such as no country on earth 
has ever before seen, the amount you must pay for 
being governed, has risen from one dollar out of 
$15.50 in 1913, to one dollar out of every four in 
1936. This isn’t far from the labor of every third day 
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by CHARLOTTE HUBBARD PRESCOTT 
in Farm Journal—June, 1936 


which the old feudal barons used to require of their 
serfs. 

126 Taxes on Your Pair of Shoes 
Paid by Rancher 


. Federal income tax 

. Federal motor fuel tax 

. Real estate tax 

. Personal property tax 

Sales tax on implements and supplies 
. State license tax on truck 

. Automobile drivers’ state license tax 

. State income tax 

. State motor fuel tax 


Paid by Transportation Companies 


10. Federal income tax 

11. Federal motor fuel tax 

12. Federal payroll tax for unemployment 
13. City real estate tax 

14. School district real estate tax 

15. County real estate tax 

16. State real estate tax 

17. City personal property tax 

18. School district personal property tax 
19. County personal property tax 

20. State personal property tax 

21. State utility franchise tax 

22. Sales tax on supplies 

23. State income tax 

24. State motor fuel tax 

25. State payroll tax for unemployment 


Paid by Findings Producers 
26. Federal income tax 
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Offering men’s shoes with Kistler 
‘‘Bench Brand”’ outsoles, you'll 
stand to make a good impression 
when a sale starts. 





That something, about a Kistler ‘BENCH BRAND” sole leather bottom 
on a shoe which at sight inspires the thought that “there’s a real piece of sole 
leather”, is due to many things. One is growing the hide. Another curing it. 
Still another tanning it and last but by no means least, the fine way Kistler 
“BENCH BRAND” outsoles are handled in the shoe factory. The finished 
“BENCH BRAND” outsole is an arresting picture. 


KISTLER “BENCH BRAND” SOLE LEATHER 


can be a great help in selling more men’s shoes. Men are prone to regard 
wearability more seriously than style. And yet, when style is to be had in 
shoes that wear better, the combination deserves special attention. Consider 
a Kistler “BENCH BRAND” outsole as more than a piece of fine leather. 
Regard it as a definitely “superior feature” upon which your sales effort can 
depend to influence the first sale and subsequent purchases. 





THIS CHART REPRE. 
SENTS A SIDE OF 
LEATHER THE PART 
USED FOR KISTLER 
BENCH BRAND 
SOLES 1S ABOUT 17 
OF THE WHOLE SIDE 
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A simple—but powerful 
setting. A dowel stick 
painted red on a white 
board with black figures 
makes the thermometer. 
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The back panel is cement 
gray—the top lettering 
\ A hot red. The heat waves 
are white-gray. The pla- 











teau on which the shoes 
are placed is cool green. 








VARIETY 
Gives Spice To 


MAAKE your July clearance short and snappy, add a 
goodly variety of vacation, travel and “keep cool” pro- 
motions and, if needed, come back with a clean-up of 
odds and ends if you would hold customer interest 
throughout July and early August. 

Experience has taught many stores that the long- 
drawn-out clearance sale, often beginning just after the 
Fourth of July and limping along for several slow 
weeks, is unsatisfactory. Customer interest in clearance 
sales is limited. There must be a constant infusion of 
new ideas to win attention. In a department store this 
difficulty is partly overcome by introducing new de- 
partmental events. In the shoe store a different plan 
must be used. 

Where July marks the beginning of real hot weather, 
the shoe store can continue promotions of Summer and 
vacation shoes (and other accessories, if carried) after 
the Fourth, and launch the general clearance after mid- 


Clearance Sales Alone Cannot Hold 
Customers’Attention Throughout The 


Month. 








Suspended in back of a panel so 
that they revolve are the sun 
and moon. The sun shown in 
the sketch would be hidden 
when the moon is up. The 
panel is blue, with cut-out let- 
ters WHITE—W HITE—WHITE 
across the front. The floor 
plateau is darker blue. 














July Promotions 


month. If conditions demand, a clearance, minus 
whites, can run a week or ten days after the Fourth, then 
play Summer and vacation shoes for a time, and come 
back with a Final Close-out of Odds and Ends, includ- 
ing whites. There’s no good purpose in cutting popular 
white styles too early in July, with many weeks of 
white shoe weather ahead. 

Stores in various communities should get together 
and try to postpone clearances and the reductions on 
white shoes especially until the situation demands 
action. There’s more profit in playing them up from the 
other angles. 

One suggestion would be to feature a variety of popu- 

[TURN TO PAGE 40, PLEASE] 
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DON'T GIVE 





IVE UP YOUR PROFIT! 


specipy EV VU hy heros FALL! 


*u. S. PAT. NO, 1,408,671 CANADIAN PAT. NO. 204,316 SRITISH PAT. NO, 319.261 


ARRABUK DEALERS SAY: 
“Not a single pair 
carry-over last season”’ 





“Real fast sellers — 
smart in style, fair in price and 
plenty of profit” 


“I’ve never had a complaint on 


the wear of Arrabuk yet” 


Style— quality — popular price! Those are 
your customers’ demands. You can meet 
them—and maintain your full margin of 
profit, even at a $2.00 retail price, if you 
specify Arrabuk. 

Arrabuk is an exclusive, patented* upper 
material—not a substitute. Deep 

black and brown Arrabuk will 

lead the style parade this fall. 





MANUFACTURERS SAY: 
“Arrabuk is ideal— 


cuts with less waste’”’ 





“4 


= «The uniformity of 
Arrabuk makes fine quality 


shoes at a decidedly lower price” 


“Arrabuk is easily handled — it 


seems to bring in the repeat orders” 








Inquiries to ARROW PRODUCTS, WATERTOWN, MASS., will receive prompt attention 











When writing advertisers please mention Boot and Shoe Recorder 














Page 32 





BOOT AND SHOE RECORDER, June 


By HARRY RB. TERHUNE 


Other 
People’s 
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Ideas 


Field Editer, BOOT AND SHOE RECORDER 


EF a sundry item is sold with 
each pair of shoes the selling cost 
is reduced 1 per cent. 

This is the plan of the women’s 
shoe department, Wright’s, Ogden, 
Utah. Buyer Ben A. Rich finds it 
possible to get 5 per cent of his 
total volume with sundries alone. 

Cleaning fluid is the leader in 
customer acceptance. Several bot- 
tles of cleaner are kept on the 
floor under the chairs. During the 
shoe sale, the salesman reaches 
down, picks up a bottle, and turns 
it over in his hands, casually, not 
pointedly. Then, he places it on 
the chair next to his customer’s. 

“Nine times out of ten,” says Mr. 
Rich, “the woman will pick it up. 
When she handles it she is half 
sold. The salesman has only to 
point out that the cleaner is made 
by the shoe manufacturer for the 
shoe she is considering.” 


* * * 


THE Fontius Shoe Company, Den- 
ver, is making a serious effort to 
realize that “if you wear it, you 
should keep it,” not return it on 
the claim that it doesn’t fit. In every 
pair of shoes sold goes a printed 
slip which puts the matter up to 
the buyer very plainly thus: “These 
shoes have been fitted to the best 
of our ability. If not satisfactory 
they should be returned at once, as 
WORN SHOES CANNOT be re- 
turned for credit, exchange or re- 
fund. Shoes will not be accepted for 
return after six days.” 

“Our idea,” says Frank B. Zurick, 
who handles the adjustments, “is to 
prevent misfits by making people 
think more seriously before they 
soil the bottoms of the shoes. If 
there is any doubt in the customer’s 
mind she should try them on care- 
fully at home. Then if that doubt 


persists she should exchange them 
before wearing, not after. We insist 
that the salesmen put it up to them 
in that same way when selling the 
shoes. 

“Every experienced shoe man 
knows that shoes feel different at 
different times of day. They feel 
different at home than they do in 
the store. No matter how skillful 
the fitting those differences still re- 
main. So the final decision is and 
should be up to the customer. We 
feel that if other stores, especially 
those having much influence in 
their communities, would adopt this 
same policy, it would be of great 
benefit to all shoe retailers. 

“In our case we know it has re- 
duced the number of our complaints, 
and it has also put those who do 
complain into a reasonable frame 
of mind, so we can handle them in 
a manner satisfactory to both them- 
selves and to us.” 

* * * 
HB ENRY LEVY, owner of the 
Bolan Shoe Company, at Farmer 
and John Streets, is one of De- 
troit’s firmest believers in per- 


suasive shoe merchandising. As an 
expert shoe man, he evidently feels 
that the intelligent customer should 
be willing to follow his advice 
upon many points. 

For instance, a customer may be 
undecided between two different 
shades of some shoe, and also be- 
tween two patterns — and Levy 
tactfully suggests, “Take this pat- 
tern in black and the other pat- 
tern in gray,” and may achieve 
a two-pair sale as a result. 

Again, when he feels that the 
customer should not buy a_ par- 
ticular shoe, he will say, “You 
don’t want gray,” with all the em- 
phasis upon the “you.” The re- 
sult is that the customer feels that 
the color or pattern discussed does 
not quite become her in the eye 
of the salesman, and she should 
consult his expert taste. 

Levy is also a believer in sell- 
ing lower heeled shoes, as are all 
his shoe clerks. He expresses 
genuine regret to a customer who 
wants a higher heeled shoe, after 
wearing the low type, for ordinary 
street or office wear. 





THESE ‘SHOES have been fitted to the best of our ability. IF not 
satisfactory they should be returned at once, as WORN SHOES CAN 
NOT be returned for credit, exchange or refund. Shoes will not be 


accepted for return after six days. 


PATENT LEATHER OR FABRIC FOOTWEAR 
NOT GUARANTEED 





The enamel on all Patent Leather 
is quickly affected by heat or cold. 
Tanners or Shoe Manufacturers do 
not guarantee it against cracking or 
checking. 


SheGontius 


16th at Welton Street 





Fabric Shoes cannot be guaranteed 
for wear or to retain their appearance. 
No Adjustment will be made on 
Patent Leather or Fabric shoes, 
except for factory defects. 


ShoeGa 








Fac-simile reproduction of printed slip enclosed in every package of shoes at The Fontius 
Shoe Co. store in Denver, Colorado. 
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Glazed Kid flatters the feminine 
foot. It not only has a plump 
firmness that gives strength and 
sturdiness to a shoe design, but its 
pliability allows it to conform to the 
individual, and its feather lightness 
encourages that natural grace made 
possible by real foot ease. SURPASS 
Glazed Kid offers a silky grain, a 
firm texture, uniformity of grading 
and good cutting to the Shoe Manu- 
facturer; offers fashion footwear 


with style and sales appeal to the 


Retailer; long service, beauty and 


comfort for the customer. 
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STEWART & POTTER COMPANY, BROOKLYN, NEW YORK 


STYLE — SERVICE — FIT 


are indispensable factors in Last Making. For 





over fifty years, Stewart and Potter Company 
have maintained an acknowledged leader- 
ship in this art. 

Leading Shoe Manufacturers and Retailers 
know that shoes made over these lasts are 


foot fitters and always properly styled. 





THE LAST WORD 


UNITED 








L—.UNITED LAST COMPANY— | 




















—140 FEDERAL STREET, BOSTON, MASS, 
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REGIONAL /S SERVICE 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
. AUBURN, MAINE ROCHESTER, N. Y. 


T. W. GARDINER CO. KRENTLER BROS. CO, 
LYNN, MASS. ST. LOUIS, MO. 


UNITED LAST CO. KRENTLER BROS. CO, 
BROCKTON, MASS. MILWAUKEE, WIS. 


stewart & potrenco, THE LAST WORD yniteptastco., trp. 


BROOKLYN, N.Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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tion. Federal inspected slaughter of 
cattle during April totaled 812,000 
hides, as compared with 763,000 in 
March and 684,000 in April, 1935. So 
far this year Federal inspected slaugh- 
ter has been large, totaling 3,223,000 
head for the first four months, as 
against 3,012,000 and 3,084,000 during 
the comparative periods of 1935 and 
1934, respectively. (Some observers 
forecast a slaughter of over 9,000,000 
head for this year.) 

“Wettings of cattle hides, which are 
indicative of the rate at which hides 
are being put into the tanning process 
for the first four months of this year 
are proceeding at the highest levels in 
at least eleven years. The April figure 
of 1,809,000 hides brought the total for 
the four months to 7,623,000, as against 
7,153,000 and 6,801,000 during the like 
periods of 1935 and 1934, respectively. 
The increase in wettings is reflected in 
stocks in the process of manufacture 
and in the form of finished goods, 
which are continuing to increase. At 
the close of April these stocks 
amounted to 11,737,000 equivalent 
hides, as against 11,655,000 at the 
close of March, 11,188,000 at the end 
of December, and 11,185,000 on April 
30, 1935. 

“The figures of total visible stocks 
of all cattle hides and leathers for 
February and March of this year have 
been revised and now stand at 17,746,- 
000 hides on February 29 and 17,- 
797,000 on March 31. April figures 
are not yet available. 


Shoe Production 


The industrial side of the picture 
is given in the May survey of the hide 
and leather situation made by the First 
National Bank of Boston, which says: 

“While there is a better consumer 
demand for spring footwear, produc- 
tion schedules still are somewhat ir- 
regular and prices are substantially 
unchanged from a month ago. Orders 
to replenish retail stocks are reported 
as more frequent in appearance, but 
for the most part they represent cau- 
tious buying of a fill-in character. 
Consequently, their influence on pro- 
duction schedules has been both spotty 
and sporadic. As the Spring retail 
season was late in getting started, 
little buying interest has been mani- 
fested as yet in Fall lines.” 

The Department of Commerce re- 
ports that April shoe production totaled 
32,166,709 pairs, compared with 34,- 
159,271 in March, and 34,564,411 in 
April, 1935. For‘ the first four months 
production approximated 103,800,000 
pairs, against 129,200,000 pairs last 
year. Standard Statistics Company re- 
ports a “seasonal slack rate of opera- 
tions in the shoe trade is probable 
through the next two months and sec- 
ond quarter output may be 5 per cent 
below a year ago.” Second quarter 











Hide Market Prospeets Are Brightening 


[CONTINUED FROM PAGE 19] 





preduction in 1935 totaled 92,046,155 
pairs. 

“Shoe manufacturers have been buy- 
ing leather in relatively small quan- 
tities and chiefly against their own 
orders,” says the Boston bank survey. 
“The total, however, aggregates a 
moderate volume. Tanners report that 
considerable forward business could be 
done at a price, but they maintain that 
leather values have not been on a re- 
placement basis. Furthermore, their 
resistance to concessions is predicated 
upon improved retail buying of shoes, 
a reduction in manufacturers’ inven- 
tories of finished leather, and a firmer 
hide market.” 


Signs of Pick-up 


“Only in the last week or two has 
the leather business shown signs of 
a pick-up,” says H. Hentz & Co. in 
their first review of the situation in 
two months. “Shoe manufacturers 
who, in consequence of tremendous 
purchases in 1935, were heavily stocked 
with leather at the start of the current 
calendar year, have drawn on these 
supplies for the Spring manufactur- 
ing operations and only occasionally 
have bought from tanners, and then 
for fill-in purposes. It is known now 
that inroads have been made into the 
leather stocks and that replenishment 
must be undertaken for the Fall manu- 
facturing season. That business has 
not been as brisk recently as might 
have been expected has been due as 
much to the policy practiced by tan- 
ners as to anything else since they are 
opposed to booking large orders for 
future delivery at these prices. To 
their minds, the latter are too low and 
must undergo an upward adjustment 
before being on an equitable basis. 
Tanners, as a group, are very opti- 
mistic over the outlook for sales. In 
consequence of the small shipments in 
the last few months, their leather 
stocks are thought to be larger than 
at the start of the year, although still 
low when compared with those of a 
short time back. 


High Price Factors 


“Among the arguments which can 
be adduced in vindication of the view 
that higher hide prices are in pros- 
pect are the following: 

“1—Tanners’ raw hide inventories 
are low. Shoe manufacturers will soon 
order leather for use in Fall output 
and tanners must prepare same for 
shipment to them shortly. Needless to 
say, this means that they will be 
steady buyers from this time on. 

“2—-Having cleared their cellars of 
back salting, packers are now strongly 
entrenched and capable of capitalizing 
on the advantage which accrues to 
them by virtue of the improvement in 
the quality of hides which accompanies 
the advent of this season. 
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“3—The statistical situation in hides 
is sound, indicating as it does that in- 
creased imports will be necessary this 
year in order to offset a deficiency in 
the domestic supply. Larger imports 
have invariably been accompanied by 
advancing hide quotations and nothing 
has occurred to suggest that this will 
not prove the case again this year. 

“4—Because light native cow hides 
are not likely to be as abundant this 
year as in the last two years and, on 
the other hand, the demand for them 
is likely to thrive in response to the 
high favor in which leathers manufac- 
tured of them are now held, any ad- 
vance in hide quotations should find 
light natives, the basis grade on the 
Exchange, in the forefront. 

“5—Technically, we think, the fu- 
tures market is strong. Outsiders have 
been backing away from the market 
for some time and the long interest 
now reposes in strong hands. Further- 
more, on the basis of actuals, current 
quotations for futures are low. Ad- 
mitting that the very meagerness of 
the interest in hides on the part of 
outsiders is a deterrent to a vigorous 
response of prices to constructive news, 
we feel, nevertheless, that this apathy 
will abate once steadiness is shown 
by prices and the favorable features 
in the hide picture receive more gen- 
eral recognition. We are of the opinion 
that the indifference now characteriz- 
ing the attitude of outsiders is only a 
passing phase and decidedly does not 
denote any fundamental change in 
viewpoint toward trading in commodi- 
ties.” 


Attributes Sales Gain 
to Better Fitting 


SALT LAKE City, UTAH — “We are 
showing a 16 per cent gain in business 
this year over the previous year,” de- 
clares Bert Christensen, manager of 
the Diamond Shoe Store, “and we at- 
tribute this increase to greater care in 
fitting. We find that about 75 per cent 
of customers have been wearing their 
shoes too short. With the use of our 
new X-ray machine we insist on cus- 
tomers seeing this for themselves and 
many sales are made that otherwise 
would not be made because of reluc- 
tance on the part of the customer to 
wear a larger sized shoe.” 


Partners Open New Store 


MANITOWOC, Wis.—E. J. Koutnik and 
I. Schwartz have opened the Koutnik 
and Schwartz shoe store in the Lohe 
Building here, with a complete line of 
shoes for men, women and young ladies. 
Mr. Koutnik was formerly owner of a 
shoe store in the Commercial block here. 
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Prominent Speakers Listed 
for Illinois Convention 


PeorIA, ILL.—More than 100 exhibi- 
tors have already made reservations to 
display their lines at the Hotel Pere 
Marquette in Peoria, from June 21 to 
June 23, and the Illinois Shoe Retail- 
ers Association and the shoe travelers 
expect to have the biggest and best 
convention ever. 

“The shoe travelers of Central IIli- 
nois have done a marvelous piece of 
work and there is every indication that 
this will be the best attended conven- 
tion in Illinois for many years,” said 
W. J. Crawford, convention chairman. 

The following speakers will partici- 
pate at the business sessions: H. Free- 
man, “Men’s Shoes;” George Muse- 
beck, “Orthopedic Shoes;” Kramp & 
Broecker, “Women’s Style Shoes;” Mr. 
James, Mr. Groves and Mr. Williams, 
will take part in a discussion of “Dis- 
tribution.” 

The Pittsburgh Plate Glass Company 
is installing a temporary store front in 
the hotel lobby, in which will be dis- 
plays from local stores. 


Plans Major Remodeling 


LOUISVILLE, Ky.—The Stewart Dry 
Goods Co., Louisville, has announced 
plans for spending $200,000 in remodel- 
ing and improving this great depart- 
ment store. The first floor will be en- 
tirely done over, new entrances in- 
stalled, new fixtures, new lighting 
equipment and three old elevators will 
be replaced with modern, high-speed 
lifts of the automatic type. The sec- 
ond, third and fourth floors will also 
be rejuvenated. These four floors were 
air-conditioned two years ago. Presi- 
dent Robert L. McKim claims that the 
completed store will be one of the finest 
in America. Work will start about the 
middle of June and be completed about 
the middle of September. 





Youngest Fowler Enters 
Father's Business 


LOUISVILLE, Ky.—Following in the 
footsteps of his grandfather and his 
father, Henry Y. Fowler, Jr., 17, has 
entered business with the Fowler Boot- 
ery, 676-678 S. 4th Street, after his 
graduation from the Kentucky Military 
Institute June 2. Mr. Fowler was a 
lieutenant of his company and com- 
mander of the K.M.I. Band, with a 
three-year military bar distinction. 





Plans Move to New Home 


TacoMA, WASH.—As the last finish- 
ing touches are being added to its new 
modern home, Pessemiers Bootery of 
Tacoma plans an early move to 923 
Broadway. The smart new store will 
soon be ready. Planning to move with 
as little stock as possible, the Bootery 
has launched at its present store on 
Broadway a large removal sale for 
clearing its shelves. 


13, 


From the line of 
HOLLAND SHOE CO. 


BARBOUR DRESSWELT COMPLETES THE SHOE 


BARBOUR WELTING COMPANY, BROCKTON, MASS. 





































Ribbons in Birthstone Colors 


NEw YorK —A new item for gift 
packages is the series of Gaybo “birth- 
stone” ribbons recently introduced by 
the Stark Brothers Ribbon Corporation 
of New York. Shining white and silver 
represents the diamond for April. Red 
and green combined give the bloodstone 
effect and so on through the twelve 
months. For shoe stores stressing gifts 
this provides an inexpensive and ef- 
fective way of personalizing packages. 

The Zo-Seal, a ready-made bow, is 
another boon to package wrapper-up- 
pers. A gay little rosette with mucilage 
tabs underneath, it can be attached in 
a second. 


"Miss America’ Shows Sandals 


PITTSBURGH, Pa. — Frank. & Seder 
introduced its “Ginger Rogers” sandals 
in its basement shoe department here 
recently through the personal appear- 
ance of “Miss America of 1935” (Hen- 
rietta Leaver), who displayed the san- 
dals on Tuesday from 10.30 to 11.30 
a. m. and 2.30 to 3.30 p. m. The fea- 
ture proved highly popular and re- 
sulted in plenty of sales. “Miss Amer- 
ica” is a local girl and she had no 
trouble attracting heavy crowds. The 
colors displayed were white, royal blue, 
light blue, red, black, green and yellow. 
The feature was plugged heavily in ad- 
vance by ads in local dailies. 





Lee Langston on Trip 
to Pacific Coast 


New YorK—Manager Lee Langston 
of the National Shoe Retailers’ Asso- 
ciation left New York on Tuesday of 
this week for'a trip to the Pacific Coast, 
stopping en route to meet with the local 
shoe retailers in St. Louis, Kansas City, 
Denver and Salt Lake City. Mr. Lang- 
ston will attend the convention of the 
California Shoe Retailers’ Association, 
which opens in San Francisco June 15, 
and from there will journey north to 
Portland and Seattle, attending the 
convention of the Pacific-Northwest 
Shoe Retailers’ Association, opening in 
Seattle June 21. On his return trip he 
will stop off in Chicago. 

Mr. Langston stated that it would 
be his purpose at these meetings not 
only to tell the retailers of the various 
cities about the activities of the Na- 
tional Shoe Retailers’ Association, but 
also to learn from them what further 
services they would like to have from 
the national organization. 


White First at Broadhurst 


DENVER, CoLo.—Straps and sandals 
in all-white are ranking first in present 
demand at Broadhurst, Inc., where all 
darker shoes are decidedly waning in 
demand. 











WHY RUIN 
A GOOD DISPLAY ? 


Your window trimmers probably spend many 
hours planning and building good displays to 
attract customers and make them buy, but if 
the shoes in the windows look wrinkled, shape- 
less and poorly made, because they are treed 
on inferior forms, their efforts have been wasted. 
Try Fairy Forms, the only shoe forms which 
are made to fit exactly like the last over which 
the shoe is built. Your displays will take on new 
life, the shoes will look their smartest and you'll 
find that more people will come into your store 
ready to buy. 


Manufacturers, too, will find that samples treed 
on Fairy Forms pre- 
sent a far better ap- 
pearance and retain 
every feature of de- 
sign and contour. 


Remember—There is 
a Fairy Form for 
every type of shoe 
and for hosiery, too. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 


Northampton Frankfort 
England Paris Germany 


Melbourne, Australia France Mexico City, Mexico 
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126 Taxes on a Pair 
of Shoes 


[CONTINUED FROM PAGE 28] 


. Federal capital stock tax 
. Federal excess profits tax 
. Federal motor fuel tax 
. Real estate tax 
. Personal property tax 
. Sales tax on implements and supplies 
. State license tax on trucks 
34. Automobile drivers’ state license tax 
35. State income tax 
36. Corporation franchise tax 
37. State motor fuel tax 


Paid by Packer 

38. Federal income tax 

39. Federal capital stock tax 

40. Federal excess profits tax 

40. Federal motor fuel tax 
. Federal payroll tax for unemployment 
. Real estate tax 
. Personal property tax 
. Sales tax on equipment and supplies 
. State license tax on trucks 
. Automobile drivers’ state license tax 
. City, state and federal inspection fees 
. State income tax 
. Corporation franchise taxes 
. State motor fuel tax 
. State payroll tax for unemployment 


Paid by Tanner 

. Federal income tax 
. Federal capital stock tax 
. Federal excess profits tax 
. Federal motor fuel tax 
. Federal payroll tax for unemployment 
. Real estate tax 

59. Personal property tax 
. Sales tax on equipment and supplies 
. State license tax on trucks 
. Automobile drivers’ state license tax 
. State income tax 
. Corporation franchise taxes 
. State motor fuel tax 
. State payroll tax for unemployment 


Paid by Findings Manufacturers (shoe strings, rubber heels, 
counters, etc.) 
Federal income tax 
. Federal capital stock tax 
. Federal excess profits tax 
. Federal motor fuel tax 
. Federal payroll tax for unemployment 
. Real estate tax 
. Personal property tax 
. Sales tax on equipment and supplies 
. State license tax on trucks 
. Automobile drivers’ state license tax 
. State income tax 
. Corporation franchise taxes 
. State motor fuel tax 
. State payroll tax for unemployment 


Paid by Shoe Manufacturer 
81. Federal income tax 
82. Federal capital stock tax 
83. Federal excess profits tax 
84. Federal motor fuel tax 
85. Federal payroll tax for unemployment 
86. Real estate tax 
87. Personal property tax 
88. Sales tax on equipment and supplies 
89. State license tax on trucks 
90. Automobile drivers’ state license tax 
91, State income tax 
92. Corporation franchise taxes 
93. State motor fuel tax 
94. State payroll tax for unemployment 


Paid by Shoe Wholesaler 
95. Federal income tax 
96. Federal capital stock tax 
97. Federal excess profits tax 
98,.. Federal motor fuel tax 
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99. Federal payroll tax for unemployment 
100. Real estate tax 

101. Personal property tax 

102. Sales tax on equipment and supplies 
103. Gross receipts tax 

104. Occupational license tax 

105. State license tax on trucks 

106. Automobile drivers’ state license tax 
107. State income tax 

108. Corporation franchise taxes 

109. State motor fuel tax 

110. State payroll tax for unemployment 


Paid by Shoe Retailer 


111. Federal income tax 

112. Federal capital stock tax 

113. Federal excess profits tax 

114. Federal motor fuel tax 

115. Federal payroll tax for unemployment 
116. Real estate tax 

117. Personal property tax 

118. Sales tax on equipment and supplies 
119. Gross receipts tax 

120. Occupational license tax 

121. Store license tax 

122. State license tax on delivery trucks 
123. Automobile drivers’ state license tax 
124. State income tax 

125. State motor fuel tax 

126. State payroll tax for unemployment 





Seattle Convention Plans 

SEATTLE, WasH.—Detailed plans for the coming 
convention of the Pacific Northwest Shoe Retailers’ 
Association are fast being whipped into shape by the 
various committees. An interesting program has been 
worked out with the view of giving plenty of time to 
the serious job of buying and comparatively less time 
to speeches. Luncheon programs are only scheduled 
on Monday and Tuesday noons, at which time speakers 
of national importance will give their messages. On 
Monday, Lee Langston, manager of the N.S.R.A., will 
talk on the work of the Association. 

Norman J. Klasgye, president of the Seattle Shoe 
Retailers’ Association, heads the general convention 
committee. He is assisted by M. F. Cronkite and 
Dave Klinesmith in this committee. Harry Perkins, 
of the exhibits committee, reports allotting 116 rooms 
for exhibition purposes with at least 25 more late 
comers to hear from. Hospitality in true Pacific North- 
west fashion will rule every minute of the time, for the 
genial presence of Will A. Knight as chairman of the 
reception committee, undisputably assures this. 





New Burt Store 
Cuicaco—Burt’s Shoe Stores are opening, this week, 
their ninety-fourth store at 225 South State Street, 
Chicago, and it will be one of the finest and most 
modern of their stores. It will have a seating capacity 
of 150 with all the chairs made of tubular chrome steel 
and having frieze upholstering. The store is air con- 
ditioned and the walls will be American walnut, 
panelled. The ceiling is painted in varied pastel colors 
with counter-sunk ceiling lights, and the display win- 
dows are of the new curved glass type. The store front 
is two stories high, with a combination of red and black 
marble and steel trim. Ralph Snyder, former assis- 
tant manager of the Pittsburgh store, is to be manager, 
and Joseph Blitz of Chicago as his assistant. 




















For Vacations. . 


SELL THEM AN 
EXTRA PAIR OF 


ROBERTA 


63 Last, Square Toe, 
13/8 Square Heel 
AAA to C Widths 





NANETTE 
IN 


NANETTE 
R1173 Genuine Silver Kid. .$2.75 
R1175 Genuine Gold Kid... 3.25 
R1601 Black Patent ....... 2.10 
R1607 White Kid .......... 2.10 
R4607 White Linen ........ 1.85 


24 Last, Round Toe, 11/8 Block 
Heel. 





R1605 White Kid .......... $2.10 
R4605 White Linen ........ 1.85 


84 Last, Medium Round Tue, 
16/8 Cuban Heel 


AAA to C Widths 


Above Sandal also In Stock in 
All Materia's with a 21/8 Louis 
Heel. 





R1609 Black Patent Leather 
$2.10 


$2.00 


R1613 White Kid ....... 2.10 
R1621 White Doeskin .. 2.35 
R4351 Blue Gondolier Cloth 
R4355 White Gondolier Cloth 


$2.00 








Send For A Complete Summer Bulletin 
TERMS: 2% 10 DAYS NET 30 F.0.B. FACTORY 


HANNAHSONS “iiss. 
















| 
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BARBOUR DRESSWELT 
ADDS STYLE APPEAL 


BARBOUR WELTING COMPANY, BROCKTON, MASS. 
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June Ads Play Up Outdoor Shoes 


[CONTINUED FROM PAGE 25] 


Budget Shop. “You’ll see these sandals 
on the gayest feet from 5 o’clock on. 
Chic in white, but the very spice of 
your costume in ruby, citrine and 
carnelian. A vivid fashion .. . at its 
smartest in this open toe model.” 

Then there’s the broad field of sport 
shoes and vacation footwear. Material 
enough here to keep a copywriter busy 
all Summer telling the story of shoes 
from any number of fascinating angles. 
But it’s necessary to work fast and 
put one’s best thoughts foremost, for 
sale season is just around the corner 
and it’s a race to sell the greatest pos- 
sible number of Summer shoes at a 
profit this month. If your store is 
planning a sale, don’t start it too soon 
and above all don’t sacrifice profits on 
white shoes and vacation footwear by 
selling them out at elearance prices 
while they are still at the peak of con- 
sumer demand. Nevertheless, if a sale 
there must be, it’s always desirable to 
make it a goad one and it’s high time 
to be planning what sort of advertising 
and what kind of window displays can 
be used to the greatest advantage. 

There’s something very special to be 
said about sale advertising this year, 
and we shall devote some special con- 
sideration to it in an early issue. Sale 
advertising is a subject all by itself and 
too many retailers rely solely on 


drastic price reductions and big black 
type to put over the story. It isn’t 
quite so simple as that and the thing 
to do first is to think out a plan to 
make your sale stand out as a shoe 
event of real significance in your com- 
munity, an opportunity for customers 
to purchase really desirable shoes at 
money-saving prices, and not merely 
an effort on your part to cover up your 
mistakes by passing them off to the 
public at a price. 

Meanwhile, however, it’s June and 
there are weddings, graduations, the 
opening of the Summer vacation season 
for youngsters who go to school and 
oldsters who go to work—all of these 
things offering plenty of opportunity 
to sell shoes if the store can but suc- 
ceed in telling the public the right kind 
of a selling story. Let’s not forget, 
moreover, that this is bonus month, mil- 
lions of new dollars will be poured into 
the channels of circulation. It may be 
questionable policy for shoe stores to 
make a bid for bonus money through 
direct advertising to veterans, as auto- 
mobile dealers, furniture stores and 
many other lines are doing—neverthe- 
less, the existence of this vast reser- 
voir of buying power is an important 
fact to bear in mind in determining 
how much money you should spend for 
advertising this month and next. 


Variety Gives Spice to 
July Promotions 


[CoNTINUED FROM PAGE 30] 


lar styles at your most popular price. 
Or perhaps make a little reduction on 
slow-movers, and feature them as “a 
selected group of white shoes for vaca- 
tion wear at a special price.” 

Various types of Summer shoes can 
be grouped in “vacation and week-end 
shoe wardrobes.” In a typical group 
would be a travel shoe, a sport shoe, a 
spectator style and a dressy model-- 
“all the shoes you need for a vacation 
wardrobe—$18” (or any other price). 

Or you might include a bag with the 
four pairs as a special inducement. 
Other stores may use the extended 
credit ideas as an extra inducement to 
“select your vacation footwear now and 
pay later.” 

“Keep cool shoes” make a strong bid 
for attention in early July—that’s when 
hot weather begins in most places in 
the U. S. 

“Sandals—for everywhere under the 
Summer Sun—and Moon.” 

Don’t forget “Shoes for the week-end 
for men”—they might be featured as 
“Saturday-to-Monday shoes” 

Vacation appeal in all lines—men’s, 
women’s, children’s. 

What about those who must work 
when it’s hot? These business men and 
women need cool comfort in shoes to 
help keep fit. 

Active and spectator sport shoes 
should be played up right along after 
the Fourth. Tie up with local sports 
events. 

Dramatize “Shoes to wear with Sum- 
mer evening dresses.” 

Popular priced shoes can be featured 
to wear with cotton frocks. (July is a 
banner month for cotton materials.) 
Invite women to visit “Last Chance 
Corner” (or counter) for special values 
in shoes bearing final close-out prices. 


New Roy Logan Branch 


New ORLEANS, LA.—The entry of a 
new mercantile organization into the 
New Orleans market was made recent- 
ly by the lease for five years, of the 
premises at 135 St. Charles Street, to 
the Roy Logan shoe store. A new type 
front was installed at a cost of $2,500. 
The show windows are framed with 
alumalite sash and with a red micarta. 
The door is similar, with side panels, 
mirrored centers and red micarta trim- 
mings. Across the top of the store front 
is a white micarta panel nearly 4 ft. 
high and 22 ft. long with the name 
of the store in raised wood letters em- 
bossed thereon. 

The Roy Logan stores are retail out- 
lets for the Cannon Shoe Company. 
More than 100 stores are operated by 
the concern. The store was remodeled 
and opened for business on June 12. 
The lease will total approximately $17,- 
000 in rental. Popular prices will pre- 
vail. 
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NATIONAL NEWS 





Big Forward Surge in Shoe Sales 





Arrival of Warm Weather Gives New York Retailers Their Best 
Saturday of Season So Far 


New YorK — With the coming of 
warm weather during the past week 
which seems destined to stay from now 
on, white shoes are seen in increasing 
numbers on’ the streets of the city. An 
upward surge in sales was noted by re- 
tail shoe stores during the latter part of 
last week, especially on Saturday, on 
which day, shoe merchants enjoyed their 
best business so far this season. Sandals 
were a big seller last Saturday, par- 
ticularly those for beach wear. Beaches 
over the week-end were crowded and 
shoe merchants expect that business on 
this type of footwear will greatly exceed 
that of last year. 

There has been no one type of shoe 
holding the lead in the sale of white foot- 
wear so far this year. All popular types 
are selling and where one shoe merchant 
will do well on one type of shoe, another 
will do equally well on other types. 

The all-white shoe is closely followed 
this year by the brown and white com- 
bination. This combination has sold 
very well this season especially for men 
in the plain-toe saddle type shoe. Al- 
though the plain-toe blucher oxfords 
are selling well in the men’s lines, the 
brogue and semi-broque types lead in 
both the all-white and combinations. 

In the women’s lines, the strap ox- 
ford holds a slight, but very slight, lead 
over the other types in both the all- 
white and the combinations. Ties and 
step-ins closely follow, with nearly 
equal sales on both types. The new tan 
shade which enjoyed such popularity 
last Fall, has made an admirable com- 
bination with white and has taken hold 
very well. The black and white shoe 
is definitely out this year, its place be- 
ing taken by the blue and white shoe, 
which provides a happy medium for 
those people who prefer a dark combi- 
nation. 


Morgan Grossman and 
Unity Merge 

New YorK—Morgan Grossman, Inc., 
and Unity Shoes, Inc., have merged 
into one concern to be known as Unity 


Grossman, Inc. 
The combined organization is headed 


by Morgan Grossman as president with 
Eugene Lampal, vice-president; David 
Levine, treasurer, and George Levine, 
secretary. Mr. Grossman was presi- 
dent of Morgan Grossman, Inc., with 
Eugene Lampa|l as vice - president. 
David Levine was president of Unity 
and George Levine was vice-president 
and secretary. 

The Unity plant is now undergoing 
alterations and when finished will turn 
out 600 pairs daily. The Morgan Gross- 
man plant will be closed although of- 
fices in the Marbridge Building will be 
retained. 


S. G. Staff Heads Shoe Club 


New Yorx—At the annual election 
meeting of the Shoe Club, Inc., of New 
York, held Tuesday evening, June 2, 





SAMUEL G. STAFF 


in the club rooms at the Hotel McAlpin, 
Samuel G. Staff, president and trea- 
surer of Julius Grossman Shoes, suc- 
ceeded Fred M. Perlberg of the Dia- 
mond Shoe Company, as president of 
the Shoe Club. 

Ben Barnett of Weil & Hartman, 














DATES TO REMEMBER 


Ohio Shoe Retailers Association Conven- 
tion, Hotel Netherland Plaza, Cincin- 
WOU. esis ccewcvies June 14, 15, 16, 1936 


Wisconsin Shoe Retailers Association Con- 
vention, Park Hotel, Madison, Wis., 
June 21, 22, 23, 1936 
Calfornia Shoe Retailers Association 
Convention, St. Francis Hotel, San Fran- 
CHM 6350s nce ae June 15, 16, 17, 1936 
Pacific Northwestern Shoe Retailers Asso- 
ciation Convention, Olympic Hetel, 
Seattle, Wash. ...... June 21, 22, 23, 1936 
Mlinois Shoe Retailers Association Con- 
vention, Hotel Pere Marquette, Peoria, 
WWM Swe la deterw ae June 21, 22, 23, 1936 
Boot and Shoe Travelers Association of 
New York, Annual Outing, 30th Anni- 
versary Event, Karatsony's, Glenwood 
Landing, Long Island, New York, 
July 16, 1936 
Pennsylvania Shoe Travelers Association, 
Tri-State Shoe Mart, William Penn 
Hotel, Pittsburgh, Pa.. .July 26, 27, 28, 1936 
Official Leather Opening and Style Con- 
ference for Spring, 1937, Waldorf- 
Astoria Hotel ......... Sept. 14, 15, 1936 





Leonard Friedman of the B. Friedman 
Shoe Company and Harry Kushins, 
New York representative of the Blue 
Ribbon Shoemakers of St. Louis, Mo., 
were elected vice-presidents. 

William G. Monsees, eastern repre- 
sentative of the Julian & Kokenge Com- 
pany, Columbus, Ohio, was reelected 
secretary; Barney Fox of the Fox Shoe 
Company was reelected treasurer and 
Thomas R. O’Brien of Dunn & McCar- 
thy was reelected sergeant-at-arms. 

Murray Saks of M. J. Saks Shoe 
Corp., and Irving Fife of the Allied 
Kid Company, were elected to the board 
of directors which had three recent ad- 
ditions in the persons of Jesse Adler, 
Andrew Geller and Everit B. Terhune, 
president of the Boot AND SHOE ReE- 
CORDER. 

Joseph Michaels, women’s shoe buyer 
at Saks 34th Street, and William Nord- 
wind of the Adams Manufacturing 
Company, were voted to membership 
at this meeting. 


W. H. Bresnahan Returns 
From Abroad 


Boston, Mass.—William H. Bresna- 
han, of the Compo Shoe Machinery 
Corporation, returned from Europe, ar- 
riving in Boston in time to attend the 
Boston shoe style show. 
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RACINE SHOE MFG. CO. 


BARBOUR DRESSWELT 
RETAINS THE SHAPE OF THE SHOE 


BARBOUR WELTING COMPANY, BROCKTON, MASS. 
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Edward L. Hengerer Heads 
Hens & Kelly Co. 


BuFFALO, N. Y.—Edward L. Henger- 
er has been elected president of Hens 
& Kelly Co., succeeding Arthur P. 
Wesp, who will remain with the organ- 
ization as vice-president and controller. 
Mr. Hengerer is former president of 
the Wm. Hengerer Co. and E. W. 
Edwards & Son and has the unique 
distinction of being the only merchan- 
dising executive who has served as 
president of three of the largest local 
stores. 

Born in Buffalo, Mr. Hengerer is a 
son of the late Wm. Hengerer, one of 
the early owners of the Wm. Hengerer 
Co. He started in the wholesale de- 
partments of the business and for more 
than 18 years prior to 1929 he was 
president of the store. In 1914 he was 
called to New York to liquidate the two 
large Sixth Avenue stores of O’Neil- 
Adams Co., and later he became vice- 
president and general manager of Lord 
& Taylor. 

Three years ago he was elected ex- 
ecutive vice-president of E. W. Ed- 
wards & Son with stores in Syracuse, 
Rochester and this city, and in 1934 
was elected president of the company, 
succeeding Patrick J. Sullivan. 

Other officers of Hens & Kelly Co., 
elected by the directors, include Joseph 
M. Kelly, vice-president; Edwin J. 
Hens, treasurer, and Albert W. Busse, 


secretary. In addition to the officers, 
the directors include Joseph C. Fisher, 
vice-president of the Marine Trust Co., 
of this city. 





Edison Sales Increase 


St. Louis—With a gain of 32.46 per 
cent in dollar sales in May over the 
same month last year, Edison Brothers, 
Stores, Inc., reports five months’ vol- 
ume of $7,618,279, an increase of 20.82 
per cent over the corresponding period 
of 1935. 

The company has 94 stores in opera- 
tion, as against 88 last year, a gain of 
6.82 per cent. May sales amounted to 
$1,968,053 as against $1,485,784 a year 
ago, despite the fact Memorial Day fell 
on a Saturday this year. The com- 
pany’s sales in April, which amounted 
to $2,124,965, were the largest for any 
month in its history. 





Salt Lake Store Reopens 


SALT LAKE City — The Swenson 
Bootery, in suburban Salt Lake City, 
which has been closed, reopened recent- 
ly as the Firmage Shoe Company under 
the management of V. D. Chipman. 
Chipman was formerly with J. C. Pen- 
ney, Watertown, Wis. W. H. Firmage, 
formerly connected with a ready-to- 
wear shop in Compton, Calif., will also 
be connected with the store. 

Increased illumination shows mer- 
chandise up to better advantage than 





SHOE RECORDER, June 13, 1936 


Obituaries 
Eva Margaret Volk 


BALTIMORE, Mp.—Mrs. Eva Margaret 
Volk, widow of the late Philip H. Volk, 
founder of the prominent leather and 
children’s footwear wholesale business 
of this market, operated at 2 W. Lom- 
bard Street, died at her late residence, 
following a brief illness. Mrs. Volk 
had been making her home with her 
son, W. Milton Volk, executive of the 
business founded by his late father, at 
3602 Dennison Road, and it was from 
there that her funeral took place, with 
interment in Woodlawn Cemetery. 

The Volk concern has been promi- 
nently identified with the wholesale 
leather and shoe business of this mar- 
ket for many years. It also is a dis- 
tributor for the Cavalier line of shoe 
polish, manufactured by the Cavalier 
Corporation of this city. The sons of 
the late Philip H. Volk and Mrs. Volk 
have been identified with the Volk or- 
ganization for many years. 





John W. Sur 


BoIsE, IDAHO— One of the pioneer 
shoe men of the state, John W. Sur, 59, 
died at his home at Payette, Idaho, 
May 29. He started as a shoe repairer 
when a young boy in Effingham, III., 
later becoming the senior partner in 
the Gravenhorst-Sur Shoe Store in Ef- 
fingham. In 1906 he came to Payette 
and after a year longer in his Illinois 
store returned to Payette, where he 
opened a store in the main business sec- 
tion of the town. Later he accepted 
a position with the Adams Leather 
Company of Spokane, which he held 
for 15 years, returning to Payette, 
where he opened a shoe shop which he 
operated until his death. 

He is survived by his wife and two 
daughters. 





John G. Harrison 


East ORANGE, N. J.—John G. Harri- 
son, founder with his brother, the late 
George K. Harrison, of the Harrison 
Bros. Shoe Store in this city 60 years 
ago, died June 5 after an illness of sev- 
eral months. 

Mr. Harrison, who was 85, was born 
in East Orange and lived there all his 
life. Until his retirement a few years 
ago he was senior member of the firm, 
which also has stores in Montclair and 
Morristown. 





previously. The rear partition has 
been changed so that stock is arranged 
at an angle instead’ of straight across, 
with the result that it permits 168 more 
pairs of shoes to be housed in this 
space. All new fixtures have also been 
added to the store. Women’s, men’s and 
children’s shoes are handled, as well as 
a complete line of accessories. 








The Federal Bureau of Investigation, 
Department of Justice, desires to ap- 
prehend Morton Joseph Kramer. A 
warrant for his arrest was issued by 
the United States District Court, Jack- 
son, Mississippi, on Aug. 19, 1935, 
Kramer having been convicted of viola- 
tion of the Impersonation Statutes of 
the United ‘States. 

Kramer is a shoe salesman and 
usually seeks employment in shoe de- 
partments of large department stores 
and specialty shops throughout the 
country. He has a smooth approach 
and has a way with women. In fact, 
he makes acquaintances at the fitting 
stool and marries the woman and then 
absconds with her money. Several of- 
fenses of this kind are on the records 
of the Department of Justice. 

Description—Name: Morton Joseph 
Kramer, with aliases: Morton J. Kra- 
mer, Krammer, Jack Kramer, Joel F. 
Zimmerman, Johann F. Kramer, 
Johann Fritz Kramer, Lawrence Stone, 
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Shoe Clerk Wanted by G-Men 






1936 


Laurenz E. Stonet, Larry Stone, 
Johann Kramer. 

Age: 32 years (born April 7, 1904, 
New York, N. Y.) 

Height: 6 ft. 1 in. 

Weight: 174 pounds. 

Build: Medium. 

Hair: Black, wavy. 

Eyes: Brown, wears glasses. 

Complexion: Dark. 

Mustache: Small, black. 

Scars: Sear under chin back of right 
ear; %4 in. scar center forehead. 

Occupation: Shoe salesman. 

Any one who may know the where- 
abouts or who may possess information 
leading to the whereabouts of Kramer 
should call the nearest Department of 
Justice office (any telephone operator 
will connect you) or the nearest police 
official. 

Your cooperation in this matter will 
be appreciated by the Federal Bureau 
of Investigation of the United States 
Department of Justice. 





Store Owner Purchases Building 


ATLANTA, GA.—Sol I. Yudelson, pro- 
prietor of the Harper Shoe Store, has 
purchased the three-story building at 
59 Whitehall Street, for $75,000. The 
property has a frontage of 21% feet 
on Whitehall and extends back for a 
depth of 85 feet. The first floor is oc- 
cupied by the Harper Shoe Store, and 
the other two floors by a beauty parlor 
and photographic shop. The property, 
according to Mr. Yudelson, was bought 
as an investment. 





Opens Men's Shoe Department 


ATLANTA, Ga.—Bob Hayes, well- 
known Atlanta retail clothier, has 
opened a men’s shoe department. S. B. 
Tanner, formerly with the Byck Shoe 
Company, has been made manager of 
the new department, and a complete 
line of Bona Allen shoes is being car- 
ried. 





Field for Dancing Shoes 


NEw ORLEANS, LA. —“There are 68 
dancing schools in the city,” says Phil 
A. Schiro, who has been interested in 
their work for more than 15 years. 
“Everything in toe, tap, acrobatic and 


adagio dancing is taught, and prac- 
tically every school has at least one 
revue a year. May and June are the 
favorite months.” Mr. Schiro is kept 
busy day and night during the revue 
season. He is one of New Orleans’ 
favorite masters of ceremonies for such 
events and wishes he had a dollar for 
every cup, medal and diploma he has 
presented to dancing pupils. During 
the day there’s an endless demand for 
the complete line of dance and theat- 
rical shoes in stock at Schiro’s shoe 
store on Canal Street. Tap shoes of 
every sort, wood clogs, tumbling shoes, 
toe slippers, Grecian sandals, ballet 
pumps, men’s dance oxfords and a 
variety of accessories are headliners on 
the list. 


Baker's Outfit Flying Rangerettes _ 


DALLAS, TeEx.—The Flying Ranger- 
ettes, Mable Rooks and LaVee Kilman, 
of Texas Centennial Exposition fame, 
have been outfitted by Jerry Silver, 
manager of the Baker Shoe Store, with 
especially designed Centennial shoes to 
wear to Washington where they will 
formally invite President Roosevelt to 
visit the Dallas Exposition. The Baker 
Shoe Store has developed Centennial 
dress shoes and walking shoes for wear 
expressly at the exposition. 
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Newflex Innersoles, for 
Men’s, Women’s, and 
Children’s footwear, are 
Prestige Builders. The 
porosity of Genuine Pig- 
skin, the exceptional tex- 
ture, and the non-crack- 
ing features, eliminate the 
necessity of breaking-in, 
and give complete Foot 
Health and Comfort to 
new shoes. Promote the 
reputation of your store as 
Foot Health Headquarters 
with Genuine Newflex 
Pigskin Innersoles. They 
absorb perspiration more 
rapidly, permit the feet to 
breathe freely, and still 
they do not wrinkle, crack 
or lose their shape. 
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INNERSOLES 
COUNTERS 
WELTING 
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EDGAR S: KIEFER 


TANNING COMPANY 


Tanneries Great Rapids, Michigan 
Sales Tererteante @ 223 W. Lake Street 
Chicago, Illinois; Lyman P. Gutterson, 42 
Lincoln Street, Boston. Tel. Liberty 1206 
Write for Newflex Pigskin 
samples and convince yourself. 
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“HIGHEST GRADE ony" 
EAST WEYMOUTH 
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TOLMAN-DAVIDSON ADVERTISING PRESS 


113 Lincoln Street 











An Aniline dyed heavy sueded leather 
for men’s and women’s sport shoes. 


SLATTERY BROS. 


ANNING CO. 


em.lM™M 


210 SOUTH ST. 


BOSTON.MASS 








Shoe Firm Organized 


SPRINGFIELD, Mass.—The Indepen- 
dent Shoe Co., of this city, has incorpo- 
rated and organized with Lillian Danet, 
president; Olive Golden and Gilbert W. 
Baron, directors. 





Specializes On Beach Shoes 


Norrotk, Va.—Norfolk stores are 
specializing on beach shoes as local sea- 
side resorts open. Heavy business is 
being done, especially in sandals and 
rubber shoes for the seashore. Many 
of the stores are stocking swim suits 
and putting their sales chatter over 
through window displays. 
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What's New 


Renewable Golf Shoe Spike 


Yonkers, N. Y.—C. W. Fuller, of 
Yonkers, is the inventor of the “Shu- 
life” golf shoe spike illustrated in the 
above sketch. This spike comes in two 
parts, a socket which is placed in the 
sole of the shoe by the manufacturer, 
and the spike itself, which screws into 


oa 





fis 





the socket. The shoes come equipped 
with a full set of spikes and when re- 
placement is needed, refills can be ob- 
tained at the store where the shoes 
were purchased. The refills can easily 
be screwed into the sockets from which 
the original spikes have been removed. 





New Shoe Fabric 


New YorK—One of the shoe fabrics 
brought forth for the Fall season is 
“Smartex,” created by Soko. Its “dis- 
covery” must be credited to Herman B. 
Delman, of Delman, Inc., in whose line 
it now occupies a prominent place. It 
has been subsequently adopted by al- 
most all the members of the Shoe Fash- 
ion Guild of America and by leading 
volume manufacturers of quality foot- 
wear. 

In the simple weave of “Smartex” 
lays its strength, because there is in- 
volved a maximum interlacing of warp 
and filling threads. Its half-tone effect, 
coupled with the smooth, soft appear- 
ance, make it a handsome cloth. The 
fabric is dyed in the basic Fall shades. 

Advance fashion notes from Paris 
indicate that the tailored trend, so 
strong this Spring, will continue un- 
abated throughout the Fall. “Smartex” 
is in entire harmony with these notes. 
It will be introduced to a discriminat- 
ing public by several prominent up- 
town Fifth Avenue shops at the open- 
ing of the Fall season. 





Processing a Fabric 


“Neva-Wet” is a secret chemical 
process applied to the shoe fabric at 
the time of finishing, which it is claimed 
renders it water and moisture repel- 
lent; perspiration, spot and stain re- 
sistant. It is also said to increase the 
tensile strength of the fabric. Mud 
splashes, water and snow stains, foot 
perspiration, etc., are definitely checked 
at the surface of the fabric, which ma- 
terially increase the wearing qualities 





PRAISE & PROFITS 


Shu-Milk wins high praise from 
users ... high profits for dealers. 
Shu-Milk cleans as it whitens— 
will not rub off! Nationally 
known and advertised, it brings 
higher-than-average profits 
that go into your cash regis- 
ter—don't stay "frozen" in shelf 
stock. 


Order through your wholesaler. 














and durability. It is an aid in setting 
the dye. 

The product is presented by Lawrence 
Schiff and Company in a twill broad- 
cloth and processed gabardine as a 
fabric for shoes for Fall. 





Oddest Lounging Slippers 


NEW ORLEANS, LA. — The oddest 
lounging slippers noted in sometime, 
have just arrived at Marks Isaacs. 
They are high cut over the instep like 
a Russian shoe but the toes have been 
snipped off at the end for summer 
ventilation. They are made of patent 
leather, with soft, padded soles and 
medium heels. They come in colors red, 
pink, blue or gold. 





Hofheimer's Features Shoes 
for the Graduate 


NorFOoLK, Va.—An extensive “Shoes 
for the Graduates” merchandising cam- 
paign is being carried on by the Hof- 
heimer Shoe stores as hundreds of stu- 
dents finish high schools in Norfolk and 
the adjacent cities of Tidewater Vir- 
ginia, all represented in the Hofheimer 
retail chain. Pictures of graduates, 
window displays in the stores and radio 
announcements have been used as sup- 
plementary material to the large 
amount of newspaper space. And to tor 
the drive the mailing list has been 
worked with firm, to-person appeal. 
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Canadian Tanners Plan Meeting 


MONTREAL, CANADA—-A Dominion- 
wide meeting of tanners is being called 
to review thoroughly the problems con- 
cerning the leather industry as a result 
of the failure of shoe manufacturers 
to secure adequate advances on their 
merchandise, it was stated at the offices 
of the Canadian Manufacturers’ Asso- 
ciation. 

The date of the meeting has not yet 
been set, but it promises to be the most 
important conference the tanners of 
Canada have ever had, an official said. 

In a statement issued following a 
meeting of tanners held in the board 
room of the C. M. A. here, it was de- 
clared that the shoe industry is facing 
critical times. The statement proceeds: 

“Tanners have met and wholeheart- 
edly deplore the condition of the shoe 
industry in Canada. The tanners recog- 
nize the increased cost of materials, es- 
pecially leathers to the manufacturers 
following the advance in hides and 
skins, which represents an increased 
cost of 50 cents to $1 per pair; and 
also the increased cost as a result of 
the heavy taxation increases. 

“The chairman of the Tanners’ As- 
sociation has appointed a committee 
which will be available for conference 
with a committee of the Shoe Manu- 
facturer’s Association. It is hoped that 
an investigation may satisfactorily de- 
termine fair labor costs, manufacturing 
returns and distribution costs. for the 
shoe industry.” 
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Unique sandal shop recently set up in Byron's, Akron, Ohio, has already brought a substantial 
amount of business and aroused much interest among customers, according to J. Johnson, 
shoe department manager. 





Caught Napping 


PITTSBURGH, Pa.—The early arrival 
of Summer weather caught some shoe 
stores not fully equipped with the latest 
in warm weather styles. Because of 
the unexpected high temperatures the 
early part of this month demands for 


Summer shoes have been very heavy. 
Emergency orders are being rushed by 
shoe travelers to fill the demands of 
the retailers in this territory. 

The temperature averaged more than 
85 per cent since May 1, marking an 
early opening for the white shoe sea- 
son, 











Bren Ondering corn pads 
you will find 
It’s wen to keep these 
facts in mind~ _ 





®. Sel] only to 
dealers in shoes~ 
No sales to drugs or 
dime stores youll lose. 





— ‘ 


DB rerever Wizard pads 
are carried 
You know the price is 
never varied. 











®&); all corn p&ds 
abroad ~ at home ~ 
dust Wizan’s nave 
mercurochrome. 














ur brand is known 
from coast to coast 
As the one on which 





wy you. profit most, 








HE WIZARD line is free 

from cut-rate competi- 
tion. The Wizarp Plan is 
simple, sound and straight- 
forward. 

Write for full details now! 


WIZARD COMPANY 


St. Louis, Missouri « Walsall, England 
Canadian Distributors: Canadian Specialties, Ltd., 
49 Sanford Avenue, So., Hamilton, Ont. 
World’s largest manufacturers of 


allleather adjustable arch supports 
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MRS. DAY’S IDEAL BABY SHOES 
: Infants’ Soft Soles.. 0-3 
Intermediates 
Flexible Hard Soles. 2-8 
Send for In-Stock 
Catalog 


MRS. bay pOGAL BABY 
Locust St. Mass. 
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Dancing Shoes and Taps 





28 Goodhue St., Salem, Mass. 
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St. Louis Shoes | 
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ST. LOUIS 
STANDARD BRANDS 


We specialize in women’s, 
men’s and children’s samples 
and jobs for special promo- 
tions — handle nothing but 
St. Louis made shoes from 
reliable sources. 


“While in town see Weil” 


M. K. WEIL SHOE CO. 


1326 Washington Ave. St. Louis, Mo. 





Colonial Shoe Makers 


Move Factory 


MARLBORO, Mass.—The Colonial Shoe 
Makers, Inc., of Boston, has signed a 
lease for space on the top floor of the 
Industrial Trust Building on Howe 
Street and has started moving. The 
concern will make women’s novelty 
shoes. Hyman G. Spector is president 
of the concern, Abraham Cohen is trea- 
surer and Hyman Shapiro is the sales- 
man. 
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S. P. Benedict Ill 


New YorK—S. P. Benedict, veteran 
shoe man of New York and years ago 
women’s shoe buyer at B. Altman & 
Company, is seriously ill at the Sea- 
view Hospital on Staten Island, N. Y. 

Mr. Benedict is well known among 
shoe men in and around New York, he 
being the organizer of a shoe buying 
center in the Bush Building on 42nd 
Street, years ago. His last business 
venture was a juvenile shoe store in 
Jackson Heights, L. I., which he was 
forced to give up because of his illness. 
He will be greatly pleased to hear from 
his friends in the shoe trade. 


Freeman Factory Holds 
Open House 


BeELoit, W1s.—A feature of the city’s 
centennial celebration May 30, 31 and 
June 1 was the open house observed by 
a number of the city’s industrial plants 
on the latter day, including the Free- 
man Shoe Corp. It is estimated that 
20,000 persons visited the various plants 
including some 4000 who passed 
through the Freeman factory during a 
three-hour period on the morning of 
June 1. Most of the plants were closed 
for the day to permit employees to par- 
ticipate in the celebration. The Free- 
man company featured an attractive 
float in the parade with young women 
employees of. the firm picked by vote of 
the whole plant, for the honor of riding 
on it. 





Trade 
Literature 


New Ball-Band Book 


The great improvement that has been 
made in recent years in the design and 
construction of rubber sole and canvas 
shoes is unusually well illustrated in a 
new Canvas Sport Shoe-Leather Work 
Shoe catalog received from the Ball- 
Band people, Mishawaka Rubber & 
Woolen Mfg. Co., Mishawaka, Indiana. 

The shoe illustrations in the Canvas 
Sport Shoe section of this catalog are 
of particular interest because they are 
made from unretouched photographs. 
They make it possible for the catalog 
user to tell exactly what he is ordering. 
The line is complete. There are low- 
priced volume sellers,. styles with spe- 
cial arch supporting features, basket- 
ball shoes that meet professional ap- 
proval, and a splendidly styled assort- 
ment of the increasingly popular ox- 
fords and sandals. 

The Leather Work Shoe section is 
arranged to show a selection of shoes 
that cover a complete retail price. The 
choice offered includes horsehide, elk 
and retanned leather uppers, special 
compounded rubber or leather soles, a 
variety of heights from oxfords to 18- 
inch high-cuts. 
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VANTAN 


TRADE MARK REGISTERED 
The perfect leather innersole 


Your customers respond 


to the appeal of comfort 


and the appearance of 
quality. Van Tan Inner- 
soles supply both to an 


exceptional degree. 


VAN TASSEL 
LEATHER COMPANY 
NORWICH, CONN. 


also manufacturers of 


LEATHERPLUS 


completely waterproofed outersoles 








Hazel O'Brien To Be Seattle 


Guest Speaker 


SEATTLE, WASH.—Miss Hazel O’Brien, 
well-known shoe stylist, has signified 
her intention to give a fashion informa- 
tion talk at the coming convention of 
the Pacific Northwest Shoe Retailers 
Association. The convention committee 
is highly elated in having such a well- 
versed fashion authority as Miss 
O’Brien with them, as her work with 
Schwartz & Benjamin, Brooklyn shoe 
manufacturers, has given her a world- 
wide viewpoint. 


Shoe Men Elected to 


Director's Board 


DETROIT, MicH. — Detroit shoeman 
took a prominent part in the activities 
of the Detroit Retail Merchants Asso- 
ciation, which is a constituent body of 
the Board of Commerce of the City of 
Detroit. 

The annual meeting and election of 
officers of the association was held last 
Thursday at the Hotel Book-Cadillac. 

The following shoemen were elected 
to serve on the board of directors for 
the ensuing year, taking their posts 
July 1: W. H. Adams, women’s depart- 
ment manager for R. H. Fyfe & Com- 
pany; A. Mittelman, manager of Rus- 
sek’s; and Stuart J. Rackham, presi- 
dent of Stuart J. Rackham, Inc. 
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Wholesale Group Given Charter 


New YorK—The Wholesale Shoe- 
men’s Association of New York, Inc., 
held a meeting June 3 at the Edison 
Hall, the purpose being the presenta- 
tion of the charter and installation of 
officers. 

Arthur Joseph, who is associated 
with Dr. Posner Shoes was given the 
honor of presenting the charter to the 
Association. It was largely through 
his efforts that the charter was secured. 
After the presentation the members of 
the association thanked Mr. Joseph for 
his work and in appreciation presented 
him with a beautiful camera. 

The new officers elected for the com- 
ing year were as follows: Henri Land- 
man, president; Harry Rosenberg, first 
vice-president; Charles Meny, second 
vice-president; Jack Schwartz, trea- 
surer; Sol S. Koppel, secretary; Man- 
nie Harris, sergeant-at-arms; Henry 
Schwemmer, assistant sergeant-at- 
arms; and Ben Klein, chaplain. 

On the board of directors elected 
were: Sigmund S. Sobel for three years, 
Abe Geffen for three years, I. Erwin 
Goldstein, two years, Joseph Moses, two 
years. Mr. Moses was also elected to 
the board of trustees for three years. 

Henri Landman, president, was given 
a $50 check as a gift from the mem- 
bers of the association for the splendid 
work he has done during the past year. 
There were about 150 shoe wholesalers 
and salesmen present at this meeting. 
At the conclusion of the installation 
of officers refreshments were served. 


Weather Retards Sport 
Shoe Selling 


VALLEY STREAM, L. I., N. Y.—Un- 
seasonable weather during the early 
part of the Spring and some later on 
acted as a handicap in sport footwear 
sales around Long Island this year, a 
survey by Boot & SHOE RECORDER’S 
Long Island correspondent has revealed. 

Last year at a corresponding time 
there was a very noticeable presence 
of sports footwear in evidence as early 
as the beginning of May, but this year 
the start was late. 

As the result of the late start, a real 
spurt in business is expected during the 
latter part of the Spring. 

James Carlin, pioneer shoe merchant 
of Far Rockaway, summed up the situ- 
ation this way: 

“The people have the money set aside 
for the purchase of their Spring and 
Summer sports shoes, and we have the 
merchandise in stock. They have their 
minds definitely set on making their 
purchases, but the weather held them 
up.” 





New Douglas Branch Opened 


PITTSBURGH, Pa.—The W. L. Doug- 
las Shoe Company opened a new shoe 
store in the Wilkinsburg district at 
921 Wood Street, June 5. Edward J. 
Breinig, who has been associated with 






13, 1936 


“Pedwin” 


by BROWN SHOE CO. 
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‘ BARBOUR DRESSWELT RESISTS WATER 


BARBOUR WELTING COMPANY, BROCKTON, MASS. 











the company for many years, has been 
appointed general manager. 

The new store is one of the largest 
and most modern in the Douglas chain. 
An up-to-date front has been erected, 
the most attractive shoe store front in 
that district. 

Opening day sales were held June 5 
and 6 when free prizes were given to 
customers. A traveling bag was given 
free with each purchase of a pair of 
men’s shoes and a clock with the pur- 
chase of a pair of ladies’ shoes. In addi- 
tion, purchasers were given free a key 
container during the first two opening 
days. These features attracted large 
crowds who gave the store a fine send- 
off. 





L. |. Shoe Men Plan Association 


Lone Beacu, L. I.—Operators of all 
year-round retail shoe stores in the 
Long Island territory are planning to 
form an association of some sort to 
protest against unfair tactics some- 
times employed by operators of shoe 
shops that hold forth only for the Sum- 
mer months. 

In the past, it has been customary 
on the part of some of the seasonal shoe 
stores to close out their stocks at the 
end of the season, at sharply reduced 
prices, often selling much below the 
wholesale prices. The permanent store 
operators insist the practice impairs 
future good will on part of customers. 





Fyfe's Award Salesmen's Prizes 


DETROIT, MIcH.—R. H. Fyfe and Co. 
distributed the prizes for their May 
contest this past week. Prizes, instead 
of being given for the biggest sale, 
were given on a more equitable basis. 

As the object was promotion of 
sundries, every sale of sundries gave 
the salesman a chance to win a prize. 
He was given a ticket, which was placed 
in the final “hopper,” used to draw 
from. The more sales each man made, 
the more opportunity he had to win the 
prizes. 

Fifty-three prizes in all were distrib- 
uted, in cash, ranging from one to 
twenty-five dollars. The grand prize, 
under this system might have been won 
by the lowest salesman, and the plan 
won the interest of all salesmen, as the 
prizes were not reserved for the “stars” 
alone. 


Roy Resigns from 


Olcovitch Corp. 


Los ANGELES, CAL.—C. H. Roy has 
resigned his position as merchandise 
manager and systemizer with the Olco- 
vitch Shoe Corp., of this city. The 
Oleovitch company operates 15 popu- 
lar-priced shoe stores in and around 
Los Angeles. Mr. Roy has made no 
definite plans for the immediate future 
other than contemplating entering the 
retail shoe field in this vicinity. 
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Omaha, Nebraska 
Exclusive Manufacturers 
Catalog on Request 
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ENGLISH 
RIDING 
BOOTS 


Tan or Black, 
for Ladies and Men 


Write for new catalogue to the 
English Bootmakers 


MANFIELD & SONS 
1636 Ranstead St., Phila., Pa. 























Corbin Factory to Reopen 

MARLBORO, MAss.—The Diamond F 
factory of the B. A. Corbin & Sons Co., 
closed since last Fall, will reopen June 
15 and manufacture athletic shoes, it 
was announced June 1 by Walter S. 
Field, superintendent of the factory. 
The second floor of the factory at 
Chestnut and Pleasant Streets, will be 
occupied by the new unit and it is ex- 
pected that 100 persons will be em- 
ployed. 

The Diamond F was one of the oldest 
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On the Road With Shoes 


News of Travelers and Associations 


Merdes Joins Weber-Wolfelt 


Los ANGELES, CAL.—Henry Merdes 
has succeeded Curt Wolfelt as sales 
manager and style man of the Western 
States Shoe Mfg. Company of this city. 
This company has also been known as 
Weber-Wolfelt and today is operating 
under the afore-mentioned name. 

At the present time J. O. Weber, 
president of the concern, and Mr. 
Merdes are in New York making con- 
tacts with buyers. Mr. Merdes will soon 
leave on a mid-western trip and con- 
tinue on to Hollywood. 


HENRY MERDES 


For the past two years Mr. Merdes 
was buyer and merchandiser for 16 shoe 
departments for Lane Bryant. His for- 
mer positions have been with the Vul- 
can Last Corporation as stylist and 
sales manager, buyer for F. & R. 
Lazarus of Columbus, Ohio, buyer and 
manager of Queen Quality stores in 
New York, buyer of women’s and chil- 
dren’s shoes for Stern Brothers in New 
York, manager of the I. Miller & Sons 
Forty-second Street store and manager 
and buyer for the Regal Shoe Stores in 
New York. He is a Columbia Univer- 
sity graduate and his previous experi- 
ence in buying, merchandising and 
styling admirably qualifies him for his 
new position. 

The Western States line of Holly- 
wood style shoes is keeping the concern 
running nearly to capacity. In addition 
to making their Hollywood line, the 
company also features sport shoes in 


turn soles, for the Junior Miss. The 
official studio slacks and California 
Softee shoe which were originally de- 
signed for studio work by Hollywood 
picture stars, have been meeting ever 
increasing popularity. 

The Western States line is being ex- 
hibited in their showrooms in the Mar- 


bridge Building in New York. 


New Salesmen for 


Craddock-Terry 


LYNCHBURG, VA.—C. E. Vantrees, of 
Kansas City, Mo., has recently joined 
the sales staff of the Craddock-Terry 
Company and will represent their wo- 
men’s Universal Division in Iowa, 
Missouri, Oklahoma, Kansas, Nebraska, 
Colorado and Arkansas. He will sell 
Craddock-Terry’s Universal make-up 
line consisting of Delmacs, Sealon Proc- 
ess, Goodyear welts and Uco Process 
shoes in novelty, sport and corrective 
types. 

E. W. Smith, of New York, will 
handle these same lines in New York 


States and New England. 


Earl Haney With Racine in N. W. 


Los ANGELES, CaAL.—Ear] Haney, for- 
merly men’s shoe buyer for Mullen & 
Bluett, Los Angeles, is now traveling 
Oregon, Washington, Montana, together 
with northern California and Utah for 
the Racine Shoe Manufacturing Co. 
With many years of retail shoe mer- 
chandising experience as a background, 
Mr. Haney gives his customers many 
practical selling suggestions. 


Tom Meade Visits South 


ATLANTA, GA.—Tom Meade, factory 
representative for the Stone-Tarlow 
Shoe Company, of Boston, Mass., spent 
a week-end in Atlanta, calling on his 
trade. This is Mr. Meade’s first trip 
South, and he is enthusiastic about the 
section’s possibilities. 


Joins Pilling Sales Force 
PirtTsBuRGH, Pa.—S. J. (Ted) Boyer, 
with Brown Shoe Company for several 
years, has joined the sales staff of the 
John Pilling Shoe Company of Lowell, 
Mass., and will represent them on the 
road in the Pennsylvania territory. 





and best known factories here and had 
always maintained a steady run until 
officials of the firm decided to close the 
plant and move to Auburn, Me., last 
Fall. The reopening of this plant will 
mean an increase in the production of 
the Koehler Manufacturing Co., here, as 
the metal accessories needed for sports 
shoes are made there. 


Kempner's to Install 
Air-Conditioning 

LITTLE Rock, ARrkK.—Installation of 
an $18,000 air-conditioning system at 
Kempner’s Shoe Store, 418 Main Street, 


was authorized June 1 in building per- 
mits issued by the office of the City 


Engineer. 
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Perpetual Inventory Assures an Increased Profit 
.--and Lowers Your Insurance Cost... 
Recorder Stock Record Cards Supply a Perpetual Inventory 


Do Business More Efficiently by Installing the Recorder Stock Record Card System 
MERCHANTS SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 

Helps you to “buy as you sell”—to know whether each shoe = 7 8% State Street, Chicago, Illinois 


is paying its way with a profit, to go light on slow movers, 


) Please send me samples and prices of your Stock 
and Dally Sales Card Record. 


to re-size frequently on wanted style and sizes. 


When writing advertisers please mention Boot and Shoe Recorder 
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Women's Shoes 


6 6 6 OF FP PP 


LUMBARD “2° 


Modern Turn Shoes That Fit 
o7se WILL NOT GAP 
Ruby Kid New “SHORT BACK” Last 


In Stork 30 STYLES Send 
AS Se IN STOCK p-~ 14 


LUMBARD SHOE CO 








KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 


IN 
STOCK 


No. 252 
Black Kid blucher 
oxford; 25 last; 
oe. lined; 


VAUGHAN TOWLE CO. 


A division of L, B, Evans’ Son Co, 
EFIELD MASS. 
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Shoe Cleaner 
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New! INSTANT WHITE 





Works like magic. Dries 
instantly as smooth as velvet. 
A Headliner for All Smooth Leathers 


verett & Barron (0 


PROVIDENCE, R.|. TORONTO, CAN. 








Solomon Store Destroyed 
by Fire 

CANAAN, VT.—A shoe store owned by 
Joseph Solomon was destroyed in a fire 
May 29 which wiped out the New 


Canaan Hotel, causing damage of 
$60,000. 
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Takes Optimistic View. 
of Future Business 


CuHicaGo—V. F. 

Kelley, national 

sales manager of 

The Scholl Mfg. 

Co., Inc., Chicago 

- and New York, 

' just celebrated his 

fifteenth anniver- 

sary with the com- 

pany. Mr. Kelley 

says that since 

1921, when he first 

joined the field 

sales staff of Dr. 

Scholl’s organiza- 

tion, he has noted 

many changes in 

V. F. Kelley retailing, style 

trends and buying 
habits. 

Mr. Kelley entered the service of the 
company as a field representative when 
the country was going through a minor 
depression, then rode the crest of pros- 
perity during the years that followed, 
and it was during the start of the re- 
cent depression that he was brought 
in from the field and made sales man- 
ager. He says that there is a decided 
difference between selling in the early 
days and selling today. 

One observation Mr. Kelley makes is 
that the field men of today are doing 
the same high caliber work but with 
léss weighty equipment. Modern in- 
genuity has given the salesmen modern 
methods of presentation of merchandise 
and plans in concise and convincing 
form so that the man on the road can 
cover his territory in an efficient man- 
ner, and the retail shoeman can absorb 
the facts more readily. 

Mr. Kelley is known throughout the 
industry for the caliber of his selling 
material and presentation portfolios. 
Perhaps this material and the ability 
of the field representatives, with their 
special training, explain the steadily 
rising volume which the company is 
enjoying. In fact, Mr. Kelley states 
that he has never been so optimistic 
with the current outlook as he is to- 
day. 

In several business trips since the 
first of the year he has covered more 
than 15,000 miles throughout the East, 
South, Mid-West and West, and he re- 
ports that in every section of the coun- 
try he sees no obstacle to better retail- 
ing and greater retail volume. 


Shoe Unions Consolidated 


MILWAUKEE, WIs.—A _ consolidation 
of the Shoe Workers’ Protective Union 
with the United Shoe and Leather 
Workers’ Union was approved at a con- 
ference here May 31 when 40 repre- 
sentatives of the Shoe Workers’ Pro- 
tective Union voted to adopt the other 
union’s constitution and by-laws. Ac- 
cording to John D. Nolan, Boston, 
president of the protective union, the 
members of both unions must confirm 
the action of the conference by a vote. 


13, 1936 


Automatic Drinking Fountain 
in Shoe Department 


Dauuas, TEX.—A drinking fountain 
you do not have to turn on, or even 
touch with your hands, to get a cool, 
sparkling drink of water, has been in- 
stalled at the entrance to the shoe 
department at E. M. Kahn & Co., Main, 
Elm and Lamar Streets. 

“All that is necessary is to walk up 
in front of the fountain, lean over, and 
a stream of cold water starts flowing,’ 
said H. A. Huntley, shoe buyer. “As 
soon as the drinker has quenched his 
thirst, he straightens up, and the flow 
of water is stopped. We expect this 
fountain to bring hundreds of Centen- 
nial visitors to our department, and 
feel sure that it will reflect favorably 
in our sales for the Summer.” 

The fountain, similar to the ordinary 
fountain in appearance, is operated by 
photo-electric cell or “electric eye.” 

When a person leans over to drink 
from the spigot, the head “cuts” the 
electric beam which turns on the water. 
Removal of the obstruction renews. the 
beam’s flow and stops the water. 

Although a few of these devices are 
in use in hotels and business houses in 
Texas to open doors and operate ele- 
vators, this is the first electrically- 
operated fountain to be installed in the 
Southwest, according to Eugene K. 
Sanger, manager of the statistical de- 
partment of E. M. Kahn & Co. 

It is estimated that approximately 
1200 persons have used the fountain 
each day since its installation. 


Fyfe's Feature Hiker in Ads 


DETROIT, MicH.—Jack Eldredge, bill- 
ed as the “world’s champion walker,’” 
drew good publicity for R. H. Fyfe and 
Company the past two weeks in the 
Bernarr Macfadden hike from New 
York to Dansville, N. Y., a distance of 
400 miles. Mr. Eldredge wore Fyfe 
shoes, and sent daily telegrams of his 
progress. The event was widely ad- 
vertised with the use of a special store 
window showing day-to-day progress 
on the hike. ‘ 

A special tieup was made with the 
foot roller used by Mr. Eldredge for 
exercise. It is a new type of construc- 
tion, designed by himself, and believed 
to be practically useful for better foot 
health, as a result of his own demon- 
strations. 


Cleveland Shoe Men Visit Detroit 


DetTROIT, MicH—Detroit was visited 
by two well-known Cleveland shoe men 
during last week. Joseph Faflik, owner 
of a downtown shoe store, and Ed 
Sinsheimer, owner of a store at Cleve- 
land Heights, were the guests. They 
stopped here enroute on their way back,. 
after an extended fishing trip in the 
North. Mr. Sinsheimer made numer- 
ous friends in Detroit by passing out 
his private brand of cigars to local 
shoemen. 
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)— three generations distin- £4 
guished visitors to Philadelphia have preferred Bg 
the comforts of this hotel...its noted cuisine... oy 
and the spirit of its service. Rates begin at $3.50. Bey | 


Air-Conditioned Restaurant 


BELLEVUE STRATFORD 


One of the few Famous Hotels in America 
CLAUDE H. BENNETT, General Manager 


New York: 11 W. 42nd St., Longacre 5-4500 
Pittsburgh: Standard Life Building, Court 1488 
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THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade .. where 
the seasons newest and most significant 
shoe styles are now on display. 


Shop the Marbridge Building for authen- 
tic shoe styles. e@ showrooms of the 
shoe industry's leading manufacturers 

. » conveniently assembled under one 
} roof . . . offer you a splendid oppor- 
; tunity to look before you buy. 
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1328 BROADWAY ar34"ST 


MACDONALD Mea. 


NEW YORK 


Styl 








Almost a Runaway 
Market on Suedes 


[CONTINUED FROM PAGE 17] 







with the high-speed salesman cover- 
ing his territory by car, train and 
plane—also covering more points be- 
cause of reduced fares. 

A problem for advanced thinkers 
was posed by this Boston Show. After 
suedes in the early Fall—then what? 
Some favor a second run of Fall shoes 
in smooth and grain leathers, while 
others feel that fill-ins in the same 
patterns will be on rough surface 
fabrics, continuing the feeling and 
appearance of suede into another ma- 
terial, and giving a necessary change 
to the woman who wants a distinctive 
November shoe. 

This was a strictly business show 
with no features other than a golf 
tournament. This was held at Wollas- 
ton. There were so many prizes that 
two large policemen were detailed to 
guard them while play was in progress, 
the only thing lacking being minions 
of the law to watch the golf scores and 
handicaps. Two hundred members of 
the trade participated in this free-for- 
all, some in the morning and some in 
the afternoon. Lunch was served at the 
clubhouse for those who wanted it. 

































Shoe and Leather Prices Firm 


WASHINGTON, D. C.—Wholesale com- 
modity prices advanced 0.3 per cent 
during the week ending May 30, ac- 
cording to an announcement by Com- 
missioner Lubin of the Bureau of Labor 
Statistics. The rise was due largely to 
sharp increases in prices of farm prod- 
ucts and foods. 

“The increase brought the composite 
index of wholesale prices to 78.4 per 
cent of the 1926 average,” Mr. Lubin 
said. “Despite the current upward ten- 
dency, however, the index is 0.9 per 
cent below the corresponding week of 
last month and 2.2 per cent below the 
corresponding week of last year. 

“None of the ten major commodity 
groups decreased during the week. In 
addition to farm products and foods, 
building materials, chemicals and 
drugs, and housefurnishing goods also 
advanced. Hides and leather products, 
textile products, fuel and lighting mate- 
rials, metals and metal products, and 
miscellaneous commodities remained 
unchanged. 

A fractional increase in prices of cow 
hides did not affect the index for the 
hides and leather products group as a 
whole. It remained at 94.3 per cent 
of the 1926 average. Prices of shoes, 
leather, and other leather products 
were firm. 





Swan Shoe Co. Moves 


BALTIMORE, Mp. — Removal of the 
Swan Shoe Co. of this city from its 
present address to new quarters at 
Aiken and Curtain Streets is now in 
progress. The change is not one of 
location but merely into another part 
of the same building block and is being 
made for the purpose of securing more 
floor space. 

Since the factory is being moved a 
department at a time, there will be no 
serious let-down in daily production. 
Mr. Weakley of the house stated that 
the move will double present capacity 
and remove the congestion that has 
hamperéd them somewhat for the past 
year. 


O. G. Charron Buys Mossup Store 


Moosup, CoNN. — O. G. Charron, 
owner and operator of Charron’s De- 
partment Store in Plainfield, Conn., 
has purchased the Moosup Clothing 
Company. He will install in his new 
store a complete line of family shoes, 
the same as in his Plainfield store. 

Mr. Charron is well known in Moosup 
having sold shoes from house-to-house 
in the town, years before. He is an 
active member of the Chamber of Com- 
merce and the American Legion. 


















THE TICKET 
FaUNEDY £Oy 20a) 
vé 


SUMMER 


Modernistic green and 
coral flower on pale green 


board. 

















CARD HOLDERS 
Oval base—burnished gold— 


three-color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 

Supplied with annual services. 
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Everyone Passing 


is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35¢ each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—!2 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 


MERCHANDISING AIDS 





Polly Clips 
Pouy Cup for Price Tickets—Adiusteble— 


for Price Tickets Tilt at any angle. 





Polly Shoe Holder 


To display arch, branded, and 
fibre-sole shoes. Always re- 
mains in upright position. 





for shoe cartons. Cyclone clips 
included: 














sesacané 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 

12 dozen (printed or blank) 























(Cross out 


SPECIAL: 


Combination of one gross Polly 
Clips and one A my Arrows, only 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


CARD 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted; or, duplicate stock cards for your 
other window—gratis. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


SHOW 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 
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For 
for 





SERVICE | MONTHLY HOLDERS Woatts 





Ne. | $5.00 6 100 


J 
re 
5 
x 
A 
we 





Ne. 2 4.00 4 100 


per year, payable 
per month. 


cash In advance, full year’s 





eard holders. 


month additional 
each month’s service deliv- 


Ne. 3 





For thie service we will pay 
service, 6% discount. Checke 
from foreign subecribers 
must be drawn on VU. &. 
banke, or Include exchange. 
if for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to pay $1.00 
ered, and agree to return the 














per 








FOR 








MERCHANTS SERVICE DEPARTMENT 
FOR ITSELF «+ IN pia 
B )) SHOE 
@ INCREASED BUSINESS }OOT E 


7 
; g Ltyw 
/ Mia l ( (op Ow Now! 209 r cords GO: 


Check, with order, please, unless C.0.D. preferred 
) ® 





























. IMPRINTED 


TICKETS, at 35¢ per fifty, 





..» consisting of 
. card holders (with 


the first 


month’s_ service), 


. enrds, O00 .ccccces 
tickets each month, 


additional. 











“D”: White 


a nape “R”: Pale yel- “Q": White “P"; White 


low board. De- board; design board. Design 
—_ one “d sign in me- in two shades in turquoise 
, a dium blue. of green. blue and rose. 


Please enter our order for the 
Recorder ‘Selling Messages,” 
beginning with JUNE, 


continuing monthly for one 


blank 


style, yellow 
arg mh, pie: Size: 1/2” x 234”—Prices on opposite page. 
design. 
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SALESMEN WANTED 


FOR SALE 


WANTED TO PURCHASE 











SALESMEN 


to carry complete line of men’s 
spats as side line. References and 
territory covered must accompany 
application. 
Address E-772, Care 
BOOT AND SHOE RECORDER 
209 S. State Street, Chicago 











[NDIANA -OHIO and IOWA-NEBRASKA 
open to salesmen who have road selling ex- 
perience and are interested in a permanent and 
profitable connection. State age and experience 
in first letter. Address Shu-Stiles, Inc., 1214 
Washington Ave., St. Louis, Mo. 





ALESMEN WANTED. Men to carry an 

outstanding $3.00 retail women’s arch type 
line on commission basis. Kindly give past 
experience and_ references. Address E-796, 
care, Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SALESMEN for full-time or side-line repre- 
sentation, commission basis, line of fine shoe 
dressings made by nationally known concern. 
Choice territories on Pacific Coast, Middle West 
and Metropolitan New York still open. 5134 
Lancaster Avenue, Philadelphia, Pa. 





WO territories open for high-grade, popu- 

larly priced line of Children’s, Misses’ and 
Growing Girls’ shoes. Texas, Okla., La., Ark., 
N. Mex., Ariz., Miss., Ala., Ga. Fla. Big 
In Stock Dept. Many feature numbers. Adv. 
co-op. Write fully. Address E-802, care 
Boot & Shoe Recorder, 209 South State St., 
Chicago, IIl. 





ANTED—Experienced commission salesmen 

to carry line of Women’s Arch Shoes re- 
tailing at $5.00. Forty patterns in stock with 
makeup _— proposition. References required. 
Territory available: Minnesota, Iowa, Kansas, 
Western Pennsylvania, West Virginia and Con- 
necticut. Address E-803, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
iy Be 





SHOE Salesman desiring a pocket side line 
from which to establish a good paying in- 
come, write J. S., 86 Ellicott St., Buffalo, N. Y. 


IDE LINE SALESMAN—Established Spat 

Manufacturer has good territories open. 
Liberal Commissions to Salesman with follow- 
ing among Retail, Department Store and Whole- 
sale Buyers. References. Address E-805, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N.Y. 











POSITION WANTED 





LEGAL Credit Executive, well known in Mid- 
dle West, of unquestioned standing and abil- 
ity, with remarkable record and highest refer- 
ences, desires new connection August 1. Salary 
$5,400.00 annually. Address E-806, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


OMPLETE SHOE STORE FIXTURES— 

Single box sectional shelving for about 5000 
pair shoes; 40 opera chairs; carpet, etc. 28 W. 
47th St., New York, ms as 








SHOE Store for sale. Will sacrifice reason- 
“ ably. 100,000 population. Excellent loca- 
tion. Good reason for selling. Address P. O. 
Box 4, Grove Hall Sta., Boston, Mass. 


IDEAL SHOE PLANT 
For Sale 
Worcester, Mass. 


3 floors and basement 
30,000 sq. ft. Heavy Construction 
Plenty skilled help. 
Address E-804, care BOOT & SHOE RECORDER 
140 Federal St., Boston, Mass. 




















LINE WANTED 


WANTED MANUFATURERS’ line of arch 
shoes in stock, retail four and five dollars; 
have established trade Greater New York. 
Address E-807, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 











BUSINESS OPPORTUNITY 








Money in Foot Correction— 
BE A TECHNOPEDIST 


Our graduates are building successful practices in 
this new and dignified profession. Home Study 
Course, including working models and equipment, 
furnished at low cost. Easy terms. Write. 

THE TECHNOPEDIC INSTITUTE 
665 Broad Street Newark, N. J. 














WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 


IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St. Cor. Church 











Phone Barclay 7-7887 New York City 








CASH FOR BRANDED SHOES 


Men’s, Women’s—Factory or Retail 
Wanted: Red Cross Florsheim, Arch Preserver, 
Enna Jettick, ete., Nunn-Bush, Bos- 
tonian, Walk-Over, etc. 
BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 518! 




















Convenient To 
Leather Center 








Ideally situated 
in the Loop, the 
BISMARCK HOTEL 
is just a few 
stepsfromevery- 
thing of impor- 
fanceinChicago. 


[as 





Served by a staff 
that anticipates 
your every wish, 
guest rooms offer 
the ultimate in ex- 
cellent living eee 

















Famed dance 
orchestras and 
sparkling floor 
shows await 
you in the 
sophisticated 
Walnut Room. 


Rooms, 
$2.50 up 


BIS AV-Woae 4 
De CHICAGO 





| 
| mum charge 75 cents. 
| address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 


For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
In all other cases each word of the 


When a box number is desired twelve words should be added for the address. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
i Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Seg 
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Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 





1936 













Represented in 
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THEY SAY; 


\. ‘COMING GOING 


J 
CHICAGO by Harry McEvoy, Hotel Sherman 
PITTSBURGH fy Bothwell & Warner, Standard Life Bldg. 


X00 ROOMS WITH BATH FROM? 22 


FW. PALLANT Gen'l. Manager 














MERCHANTS’ NEEDS 








Dr. Pyles Foot Oscillator 


The Most Remarkable Contribution to shoe retailing in 
recent years. Tuke your store out of the FH class. 
Install a Dr. Pyles Foot Oscillator, and watch your 
sales ‘‘Jump Ahead.”’ Brings to your customer ‘ ‘instant’ 4 
foot relief. ery fitting easier and quicker. Now in 
use by leading shoe 

and department stores coe 
throughout the country. 

















Can be operated by customer or clerk with simplicity, 
operating costs less than 1¢ per hr. 
Sold on satisfaction or money refunded guarantee. 


Low Cost—Easy terms—Write 
VIPEDEX CO. 
63 Chamber of Commerce Bldg. 
Los Angeles, Calif. 














Mississippi to Have 2% 
Sales Tax 


JACKSON, Miss.—The token system 
of paying the two per cent retail sales 
tax will probably be put into effect 
within the next few weeks in Missis- 
sippi. Alf H. Stone, chairman of the 
state tax commission, is receiving bids 
on the purchase of between 10,000,000 
and 15,000,000 tokens in denominations 
of one and five mills. After the price 
has been agreed upon the legislature 
will be asked to authorize the expen- 
diture for the coins. 





Boat a Stage for Selling 
Summer Shoes 


New ORLEANS, La.—A big boat has 
been erected in the arcade in front of 
the Edwards Shoe store on Canal 
Street. It is ideal for showing off the 
sandals, oxfords and other types of 
sports footwear so appropriate for 
yachting, boating and all outdoor wear, 
says the store management. 














MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 





SHOWCARDS « PRICE TICKETS 
e BACK GROUNDS e 


RE W W PROMOTION 










ea NYC 


LEVINE BROS. 








J. V. Lobell Sails for Europe 


BALTIMORE, Mp.—J. V. Lobell, head 
of the Cavalier Corporation, Key High- 
way and Jackson Street, prominent 
shoe polish and shoe dye manufactur- 
ers of this market, sailed for Europe on 
the Baltimore Mail liner, City of Havre, 
which sailed from Baltimore May 28. 
The Cavalier Corporation enjoys a con- 
siderable foreign trade in its products 
and Mr. Lobell plans to make the trip 
one of business as well as pleasure. He 
is being accompanied by his wife. 


Discontinues Foot Aid Company 


DETROIT, Mico.—Norman Rosenberg 
has discontinued the Health Products 
Company, of 35 West Grand River 
Avenue, which manufactured a new 
type of foot remedy, under the name 
of Footaid. Mr. Rosenberg continues to 
operate Norman’s, an exclusive down- 
town shoe store, directly across the 
street. 





Free Balloons Win Children's 
Trade 


TACOMA, WASH.—Winning the good- 
will of wee folk, since they are tomor- 
row’s customers, the Phillips Shoe 
Store had a week of gala festivities 
which brought many kiddies to the em- 
porium at 1134 Broadway. Al Harbke, 
manager, presented all the youngsters 
with colorful balloons, of bright reds 
and yellows and purples. Clerks not 
waiting on customers brought to the 
store by the gala festivities, were bus- 
ily engaged in blowing up the balloons 
for the youngsters requesting the popu- 
lar novelties. 








INCREASE 
YOUR SALES 


33% 
WITH 


SCIENTIFIC 
SHOE FITTING 


THE BRANNOCK DEVICE 


Builds Sales - Saves Time - Simple - Accurate 
Arch Length - Toe Length - Width - ALL at once. 
. In all our years of experience in fitting 
shoes we have yet to find its equal as far as 
accuracy and sureness are concerned.” 
Chas. M. Floyd Co. 
Manchester, N. H. 
Hundreds of dealers are increasing sales and build- 
ing a reputation for expert fitting with the Brannock 
Write for Descriptive Folder 
and list of shoe factories offering Brannock Devices 
at special cooperative price. 


THE BRANNOCK DEVICE CO. 
SYRACUSE, N. Y. 





















Heads Rotary Club 


BuFFALo, N. Y.—George L. Seifert, 
president of the Buffalo Shoe Retailers 
Association, has added another honor 
to his list. He has been elected presi- 
dent of the Kenmore Rotary Club. 





National Opens Modern Shop 


PITTSBURGH, Pa.—The National Shoe 
Company opened a modern shoe store 
in the North Side Market Building 
here and is carrying popular priced 
lines for the entire family. Highly at- 
tractive fronts on the corners of two 
streets add to the general beauty of 
the store. 


Clough Moves to New Quarters 


KENOSHA, Wis.—A. E. Clough has 
moved his shoe store into new quarters 
at 6308 22nd Avenue here, with a com- 
plete line of shoes for men, women 
and children. The new store is mod- 
ern throughout. 
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The Grindstone 


Out by the woodshed used to stand 
A thing that often tried my hand 


—My father’s grindstone, old and worn 


With all the labor it had borne. 

I had to turn it while he made 

To sharpness every tool and blade. 
How sore the blisters on my hands 
Each grindstone turner understands. 


The years passed by with hast’ning 


pace, 


And swept me from the old home place. 


I have seen men of high estate, 
And many favored sons of fate, 
But each in his own place and way 
Was turning grindstones every day, 
Paying his stint in labor’s toll, 
And rubbing blisters on his soul. 


I know now, on our old wood lot 

Back at the dear farm home was not 
The only grindstone in the world. 

In every place where Fate has hurled 
A human being is a stone 

That he must turn, tired and alone. 
In fact, the easiest of all 

Was that I knew when I was small. 


Clarence Edwin Flynn. 


Increased Duties on 
German Leathers 


WASHINGTON, D. C.— Importations 
of calf and kid leather from Germany 
are now subject to the anti - bounty 
clause of the 1930 Tariff Act, invoked 
by the government June 4, on account 
of discriminatory practices by Ger- 
many. A number of articles are af- 
fected, including calf and kid leather 
and leather gloves. The list may be en- 
larged later. 

The reason assigned for applying the 
countervailing duties was that it was 
necessary to counterbalance the sub- 
sidies paid by the German government 
to encourage the export of products. 
Already Germany is paying general 
tariff rates because she has been re- 
moved by Secretary of State Cordell 
Hull from the most-favored-nation list 
on account of her alleged discrimina- 
tory exchange practices. Now she will 
be required to pay additional duties on 
the articles in the countervailing list. 
While these are yet to be calculated ex- 
actly, it was indicated that they would 
range from about 22 to 56 per cent. The 
estimated countervailing duty deposit 
that will be required for calf and kid 
leather is 25 per cent of the invoice 
value, leather gloves 47 per cent. 


Doubles Order for Brown 
and Whites 


DENVER, Coto.—Harry B. Teets, 
buyer at the Denver Dry Goods Shoe 
department, doubled his order for 
brown and white combinations on his 
recent buying trip to St. Louis. In- 
creased calls piling up after his depart- 


ure caused him to stock up twice as 





heavy as he originally planned to do. 
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A Buying Guid 


BOOTS AND SHOES 


CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass.............22.2c0ccceecceees 44 
GRADOQGKTORAY GO., LynchBGrg, Vai. on. cc eke ccc vee cen ndeetcoseceetesces 8 
ENDICOTT-JOHNSON CORP., Endicott, N. Y............cccccccccccecceccececes 4,5 
GREEN SHOE MFG. CO., Boston, Mass............cccccscccccceccecceees Back Cover 
HANNAHSONS SHOE CO., Haverhill, Mass........... 0.0.00. c cece cece ccecececeece 39 
RIRRGPOS, BOs GO.. Omaha, Mob... ....c.cccccccccccccsevcvvsecesevseces 48 


re ett I cs oo goose. oc 0:s.0,cmyeiewrecwes sles accecpaeccnsiv ois 50 
MANFIELD & SONS, Philadelphia, Pa.. fo Cee 48 
MRS. DAY'S IDEAL BABY SHOE CO., iain ee: see yy te 46 
O'DONNELL SHOE CO., Humboldt, Tenn.............. Adc ove Sohtrecoeee ea 
46 
50 
! 


OWENS SHOE CO., Salem, Mass................0 2.25... eae as be 
VAUGHAN-TOWLE CO., Wakefield, RO Rapin 
VITALITY SHOE COMPANY, St. Louis, Mo..............0............ 
WO, OE, Kote a, St. Lawle, Mo... lcci his lecacenvaee ces 46 







LEATHER AND OTHER MATERIALS 


ALLIED KID CO., Quaker City Div., Philadelphia, Pa................000- cece ee eeeee 10 
ARROW PRGOUG ie, Watertown, Wass... o.oo ccccccecsecc es beste cccccccccenewas 31 
BARBOUR WELTING CO., Brockton, N. J......00.. 020-0 c cece cece ee eeee 37, 40, 42, 47 
COLONIAL TANNING CO., Boston, Mass.............. 0... c ccc cee cece cece eeees 2 
GOODYEAR RUBBER COMPANY, Akron, Ohio. ............0..0.0 000 cece cece. 26, 27 
HUBSCHMAN, E., & SONS, Philadelphia, Pa..... 2.0.0.0. ee eee 2nd Cover 
KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich..... ................ .. 8 
WOR U Ere CA Tetere Ge, Boston, Mass... 5 osc cnc ccc co eee cc eck cece eb cece decks 29 
SLOT VNR HORIOR, WHORES. 5 535s acess osc beetens deed Bees ee 4 
SURPASS LEATHER CO., Philadelphia, Pa... 2.0... ec cece cece eee e 33 
VANTASSEL LEATHER CO., Norwich, Conn.........00.0 0.00.0 ccc cece cece cee. 46 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


EVERETT. &-BARRON GO., Providence, Rib... 0. ccc ccc ccc cccccslden sovieedsds 50 
SPAULDING FIORE GO... Mo. Rochester, N. Ho... cece ccc cetcccw wc cane 3 
UNITED LAST COMPANY, Gaston, Mass... .. 2... cc cccceccccccdéccccescctsons 34, 35 
UNITED SHOE MACHINERY CORP., Boston, Mass..................0000e 7, 3rd Cover 
VULCAN CORPORATION, Portsmouth, O..). 2.2... coc ccceccicccloccsecsce coe Front Cover 
VWORILCER Deere Weis Wor Work Gate. 5 onc cde eee Serene selene eck 5: che 


STORE EQUIPMENT AND FINDINGS 


BRANNOGK DEVICE GO Syracude, MEV... 5s cc ceccseccceeccccetsa ees REE A Se 55 
ee I IL oa oS cin. 6 o5s ohieie cd 5 oieak bbe de ceed daceee eae 23 
I Nig 6 5 0 is vs vs noch saah> vonnvinccd ckasiabee unas 38 
en ee ee he 
a ae "ere eee ee Tee rer re ar re 






MISCELLANEOUS 
SARIS SHOE COMPANY, New York CHV... 200.0 cc cece cccessccedacgen es . 4 
EE ESS EG eg le rn Pol Pee ee 54 
NN NNO acid gid oc as vie een cowpeee bs const gods cece dia 55 
HOTEL BELLEVUE-STRATFORD, Philadelphia, Pa............... 00.02 cee eee 51 
eI NINN I o5. gain SS eieins 6.a0d Wecee fe 8'e. 8.08 oe tn do 88 No ASO ole wd came 54 
MISS a eee Gos OUR, Mow York Gay oc. cei ccc ki ceicccuticsees 54 
CUINE BROS. New Voth Citys 6 asic. sive edie ce eeews eens UR AON Tr Uo 55 
MARBRIDGE BUILDING, New. York City. 0.00.05... ccc cece cc cece cc cc nese ceece 51 
TECHNOPEDIC INSTITUTE, Newark, N. J........0......0.0000000.000 2000 c cece . 54 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass.................... 44 
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MERCHANDISE 


Cross- ar 


KID 


for 


END-of-DAY 


CROSS-BAR KID is our answer 


to calls for a shoe material of modified 
formality, to wear with dinner suits and 
end-of-day costumes like that in the 
illustration. In black, with gold or silver 
high-lights, this supple, interesting leather 
is perfect for autumn promotion with 


the "covered shoulder" type of costume. 


M/ 

The Swiveler” designed and copy- 
righted by Schwartz & Benjamin, shows how 
effectively Cross-Bar Kid may be combined with 


black satin and gold kid. The strap is reversible. 


i STERLING DIVISION 
ALLIED KID COMPANY 
327 Arch Street, Philadelphia, Pas 


OOoT RECORDER. ublished every Saturday by Chilton Company (Inc.), Chestnut and 56th Sts., Philadelphia, Pa. Entered as second class 
— oon” Now oo My gl Office = Philadelphia -— f- of March 3, 1879. ‘Subscription price $3. 00° per year. Printed in U. S. A. 
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Brown! ... important for Fall...is found in two 


superb Colonial colors . . . 258 and 99. Each of these 


colors is a volume seller . . . each displays a clear 

highlighted shimmer that makes it rich and 

brilliant as only the finest patent leather can be. 

Long wear . . . glamorous beauty . . . marvelous resist- 

ance to cracking . . . these three points, combined with 

the fact that the colors are authentic, make 258 and 99 
the numbers for your Fall shoes. 


CoLoNIAL TANNING Company, Boston, Massachusetts. 


Shoes by 
JOHNSON—STEPHENS & SHINKLE C O L : A L 


FOR THE BEST PATENT LEATHER SHOES 
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THE POWER OF PROGRESS }- . 
_— Get in Step with Progress! 


GIVE YOUR CUSTOMERS SHOES 
AS ADVANCED IN CONSTRUCTION 
FAST AS OTHER MODERN MODES 

| OF TRANSPORT... 


AIR-DRAG 
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GIVE THEM 
HEALTH SPOT SHOES 


for Men, Women 
Boys and Girls... 








_7s Awkward] a and Show a Profit 


Health Spot Dealers do not complain of dull 

seasons. Health Spot business is steady, repeat 

business with a good profit on each pair sold. 
* 


Health Spot Shoes are as advanced in con- 
struction as the latest car, train, plane, ship 
or bus ... not flat inside but shaped to fit the 
normal bottom-contour of the foot .. . the 
answer to permanent foot comfort. 

* * 


Canadian Health Spot Shoes are made by 
Murray Shoe Company of London, Ontario, 
Canada; Health Spot "Dress Weights" by 
Foot-so-Port Shoes, Inc., Rochester, N. Y.; 
SWIFT Health Spot Boots by H. J. Justin, Fort Worth; 
SECURE Health Spot Boys’ Shoes by Holland Shoe 
LUXURY Company, Holland, Mich. 
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er Hill and Dale, 
Thru Park and Pale, 


1114—Men’s Tan Retan Jodhpur Stitch- 
down, Leather Sole, Leather Heel. Sizes 


1116—Men’'s Tan Retan Stitehdown Riding 
Boot, Oak Sole, Leather Heel, Lace Top. 
Sizes 6/11 


1119—Men’s Eskimo Calf, 16 inch Riding 
Boot, Welt, Single Viscol Oak Sole, 
Leather Heel, All Leather, Wide Strap, 
RE BER | caiuatics sacs csenccccus cs $4.50 


OHN SOK 
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4908 


E-J Riding Boots, Styled in the British Manner, 
Lead the Field! 


\VHETHER they saddle up the Old Grey Mare or ride i ne te ee ee 
Leather Cow Boy Heel. Sizes 11%/2. 


to the hounds on a sleek Irish Hunter, these hand- $2.00 
some, well made riding boots are just what every horse- Se a ae ae ee 
man and horsewoman will admire. They're, without a pe 
doubt, winners in the popular priced class. Riding has 
definitely become one of the nation’s most popular pas- ee eT 
times. Almost every community has its devotees, and today Se a 
the merchant who is equipped to fulfill their boot require- 
ments will find himself leading the field to the goal of 


satisfied customers and great profits. 4908—Gun Metal 15 inch Stitchdown Rid- 


ing Boot, Inside Strap, Lace Top, Oak 
Sole, Rubber Tap Heel. Sizes 24/9. 


$2.40 
| N _ S T O C K 4907—-Same in Brown Elk. Sizes 244/9. 


$2.40 


ENDICOTT T,N NY kewsonk cry 
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LOS ANGELES SHOE STORE SELECTS 
CARPET TO BOOST SALES 


MOHAW 


Regional Sales Offices: Atlanta 


St. Louis 
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MOHAWK CARPET 


Miller Shoe Store, 525 West Seventh Street, Los Angeles. Mohawk Wilton carpet installation by Jobn Bloeser, Los Angeles. 


@ The photo above—of the Miller Shoe 
Store, 525 West Seventh Street, Los Angeles, 
Cal.— reveals how truly attractive a shoe 
store can be when decorated with Mohawk 
carpet. And a Mohawk carpet does far more 
to sell shoes than merely make a shoe store 
attractive. For when a 
customer tries on a new 
shoe and takes his first 
step on a deep pile 
Mohawk carpet, the 
selling job is half done. 


That’s why shoe mer- 


FREE —TO SHOE STORE MANAGERS 
Send today for Mohawk’s amazing new Carpet 
Calculator. It is a very simple instrument that 
enables you to quickly and easily estimate your 
carpet requirements. So send today for your 


Mohawk Carpet Calculator. Remember it’s free! 


chandisers in all parts of the country are se- 
lecting their carpets from the Mohawk line. 
Mohawk manufactures high quality 
broadlooms in many solid colors and scores 
of attractive patterns. They come in seam- 
less widths up to 15 feet wide. 
The Mohawk Free Ad- 
visory Service is main- 
tained to help you 
solve your floor cover- 
ings problems without 
cost. Wire collect any of 
the offices listed below. 


MOHAWK CARPET MILLS 


GENERAL SALES OFFICE: 29S FIFTH AVENUE, NEW YORK 


Buffalo Chicago 
Philadelphia 


Boston 


High Point Los Angeles 


Detroit 


Dallas Denver 


Pittsburgh 


Cincinnati Cleveland 
Kansas City 


San Francisco 


‘ 


1936 


Des Moines 
Seattle 


1936, Mohawk Carpet Mills, Inc. 
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‘STARS TELL WHY 
Wions. WANT 
THIS SHOE!.... 


FBARLY this fall more popular Hollywood stars will tell 
women about the amazing extra comfort and dainty fash- 
ions...in this new kind of style shoe, Rhythm Step! In leading 
women’s magazines! They will tell how an utterly new princi- 

ple in style shoes . . . Invisible Rhythm Treads... now makes 

it possible for every woman from 16 to 60 to wear smart, dainty 

- shoe styles with extra comfort! Why Rhythm Step shoes 

FEAT UE ASL RE ji became the sensation of America... in a few short months! 

” Sensational national advertising, plus complete dealer promo- 
tions . . . dramatic newspaper ads, unusual window displays, 
counter pieces, mailing pieces ... will soon be creating extraor- 
dinary new sales increases for the fastest growing women’s spe- 
cialty shoe in America... Rhythm Step! 


RETAIL 


5 
© ond HEAL nok 
_ JOHNSON, STEPHENS & SHINKLE SHOE CO. 


ST. LOUIS, MISSOURI 


Makers of Fashion Plate Shoes... 
Recognized Style Leaders for Over 20 Years. 
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* Tie STAR BRAND sx 
a ON THEIR WAY with the Ne 
) _ ...by every comparison 


| . |) ie ° 
‘3 t fPtoving 










when he calls: 





| THERE IS A STAR BRAND SHOE 





D salesmen are 


‘’« New Fall Styles 


Sales...Turnover...Profits...await you in the new Star Brand 
shoes! Every pair is built with “buy appeal.” With the Star 
Brand reputation for all-leather quality, repeat sales are a 
certainty. Popular prices give you a good margin of profit. 


every taste can be satisfied, from the finest Patriot shoes 
For Men : 


retailing at $7.50 to the “price appeal” well built 
R. J. & R. line retailing at $2.95. In between are Uptown, Townish and 
Star Values built to our quality standards for definite customer groups. 
Free Mold work shoes set a new pace with their seamless backs. Other 
Star Brand work shoe lines for every job continue to dominate the work 


shoe field. See Star Brands first! 


W. wanting the distinctive, the Trim Tred line re- 
“For omen tailing at $5.50 and up is “the tops”. Retailing 


at $2.00, $3.00 and $4.00 is a complete range of styles in Star Special, Star 
Made and Star Values. The Sensation line with the marvelous Heel Latch 
feature in 43 styles is truly a sensation. Foot Builders and othet arch type 
lines put you a step ahead of competition in health shoes worthy of the 
name. Match Star Brands against the field! 


For CA, ild en the Poll-Parrot line continues to be the headliner. 


Nation-wide, leading dealers do a “bang up” job 
in their juvenile departments on this line, complete in welts, turns, stitch- 
downs and light McKays. This line is followed by more conservatively priced 
groups, of all-leather quality, enabling you to cope with price competition 
and give superior value. Pep up your juvenile sales with Star Brands! 


ROBERTS, .JOHNSONS RAND NEW FALL 


Branch ef international Shoe Co 


ST. LOUIS, Mo. CATALOG 


ETO FILL EVERY DEMAND Ptofitably 





BOOT AND SHOE RECORDER, June 20, 1936 











When writing advertisers please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER, June 20, 1936 





When writing advertisers please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER, June 20, 1936 


SHOW THEM 
AND You’LL ses// THEM 


There’s something about the up-to-the- 
minute style and finish of Ball-Band 
summer footwear that brings window 
shoppers right into the store. And once 
they get their hands on the product 
they quickly become customers. That's 
what we mean when we say “show them 
and you'll sell them.” 


As a shoe merchant you know why cus- 


tomers like Ball-Band. It’s the evident 
good taste and quality in every item. 
And as a shoe merchant you know it 
pays you to sell the best— pays custo- 
mers to buy the best. 

Let us send you right now a complete 
catalogue of the Ball-Band summer line. 
Let the Red Ball speed up your summer 
sales. Write or wire today. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 


ae 
“a 


280 Water Street, Mishawaka, Indiana 


Locker Sandal—All rubber with a thick, ‘‘germ- 
sealed’’ sponge rubber sole. A profitable specialty. 


Lion — A —— lace-to-toe oxford. Crepe sole. 
STA-KLEEN cushion insole. Mens and womenssizes. 


— Excellent fitting, growing girls 





five-eyelet tie. Crepe sole. 10/8 heel. 


BALL 


L 
Oo 
ie) 
K 
F 
e) 
R 
T 
H 
E 


Commodore—For active sports or semi-dress. Cre 


sole, beveled heel, narrow last. A popular style. 


Avaion — A thrill for 


oungsters. Elastic 
Blue with white trim. 


instep strap fastener. 


BAND 
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